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Winton SERVICE implies a whole lot modern precision machines and up-to-the 


more than routine filling of your orders. It minute seasoning equipment. We offer the 

means a real personal interest in meeting best in Idaho White Pine, Ponderosa Pine, WHITE PINE MILLS: 

all your requirements . . . a thorough under- Sugar Pine, Western White Spruce, Douglas ps ag wa Co. 
standing of your needs—an understanding Fir, Western Hemlock, Red Cedar Siding and SPRUCE MILLS: 

gained through long experience and close Shingles. Through more than half a century The Pas Lumber Co., Ltd. 
contact with the trade .. . an organization this company has built its reputation lor je ating 

with every facility to supply, right when top-quality lumber production and untail- PONDEROSA PINE MILLS: 
you want them, the kind of lumber prod- ing service to lumber buyers. We invite Sosnnn tees Co. 

ucts you need. Winton Lumber is made you to use Winton service. Your inquiries Somers, Montana. 

from “choice timber. Winton mills have will have prompt attention. Craig Mountain Lumber Co. 


Winchester, Idaho. 
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Two Parker “Firsts” 


Parker Primerless Putty— 
™ born during World War 
No. l. 


Malta Frames 
Profit You Best 


as they serve the 
Home Owner longest 


For the producer, distributor, contractor 
and, yes, the architect: Sales increases that 
mean most are founded on pleasing the 
buyer permanently. There’s no evading that 


2 Partox—A merica’s first Supreme” "Window "Frames make MORE QA) 
™ wood toxic — came into And here are some specific reasons why: . Ppt. |. a 
wide use with the advent of © ae sae ag Ul dhe i : 
Ponderosa Pine. (2) Facccrwidth Jamb—fer @ifferent thick- 





ness walls. 


Wing-Flex Weatherstripping—can save 
up to $75 a room, in 20 years, on heat 
bills alone. 


onan ae (4) Three-point Jamb Clamp—prevents leak- 

T h ese firsts cost no age, reinforces frame. 

7 (5) Mull-Center Clamp—makes multiple 
more, but add much to frames stronger. 


Malta’s exclusive (patented) features—mak- 


the life and customer- ing “Topeo” and “Supreme” the FIRST 


CHOICE of careful buyers—are backed by 


_ 7 . 40 years of SPECIALIZING in _ building XQ 
satisfaction of YOUR frames that invariably ‘‘cost less per year 


— 
of service.” 
product. Why not pause now—drop us a line—and 
learn all the reasons why? Your file cannot 
= be complete without Malta’s Catalog No. A-2. 
{ 
| 
} REGusear.or THE MALTA MFG. COMPANY 


.. IRA PARKER & SONS CO. Jamia mae 


Malta ‘‘Supreme’’ Frames Cost Less Per 
OSHKOSH, WISCONSIN 
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75 years of service 
to the sash and door 
industry. 
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F. K. WEYERHAEUSER, Chairman, 
Public Relations Committee, 
American Forest Products 

Industries, Inc. 


“PUBLIC RELATIONS IS OUR NO. 1 JOB 


and now we have the tools, 
the opportunity, and the 


will to do it,” 


Says Y. K. Weyerhaeuser 


p= pies of the nature of their operations, the 


forest industries offer many opportunities to be 


misunderstood. 


“Only through systematic explanation of the true facts 
concerning the industry’s interest in forest conservation 
and product improvement can a background of good 
public feeling be maintained. Our industry needs to 
take the time and trouble to explain itself . . . and its 


motives ... to the public. 


“Through a recent report prepared for the Public Re- 
lations Committee of AMERICAN FOREST PROD- 
UCTS INDUSTRIES, INC., by Opinion Research, 


Inc., we have now for the first time... an ac- 


curate gauge on public thinking toward our industry 


and our products. 


“The facts developed by this survey can serve as a 
‘road map’ for the elimination of public prejudices 
concerning our industry. 


“The forest industries have the machinery to explain 
their way of life in the new Public Relations Program 
of AMERICAN FOREST PRODUCTS INDUS- 
TRIES, INC. Successful operation of this under- 
taking should be a No. 1 job in our industry. 


“T hope that every business man who is a part of the 
forest industries will join with his associates in help- 


ing to tell a story which is already past due.” 
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This Country of Ours 


Increased Food Production Will Help 
Us Protect Our Own Freedom 


N JULY 26, THE American 
IL.UMBERMAN stated that the 
decisive weapon in this war is 

likely to be food control, and that when 
the military phases of the war are over, 
food will again write and underwrite 
the peace. 

On August 9, in the AMERICAN 
I.UMBERMAN, it was pointed out that 
to fill the dangerous gap between the 
end of the shooting war and the resto- 
ration of civilized processes, a food 
program was essential; that people 
must be kept alive and given a sense of 
hope and a feeling of living kindliness 
if the advent of peace was to live long 
enough to bear the fruit of victory. It 
was pointed out that the military vic- 
tory must come first, but to accomplish 
this, it was stated that a feeling of 
national unity must be established. 

As a basis for national unity, with- 
out which victory cannot follow, the 
AMERICAN LUMBERMAN proposed that 
the civilian population of the United 
States unite on the program of pro- 
ducing, storing, canning and preparing 
food, not only for the war, but to fill 
in the dangerous and anarchic gap that 
will follow in the wake of the war. The 
AMERICAN LUMBERMAN made this 
proposal on two grounds: (1) that 
the people of the United States could 
most quickly be united on the ground 
of producing food for the starving 
multitudes throughout the world and 
(2) the American people were groping 
for something on which they could be 
united. 

In a world of sizzling ideas, the 
program advanced at least made a dent. 
It was, for example, inserted in the 
Congressional Record of August 6; it 
has been reprinted, mentioned or re- 
written in the editorial columns of 
several daily newspapers, it has elicited 
objections from high places, objections 
filled with logic and candor. In spite 


of the difficulties outlined in the objec- 


tions it is apparent that the plan has 
no real opposition; that about all that 
it does have is competition. The initial 
task that remains to be done is to unite 


the competition into a central cohesive 
program capable of bringing about the 
ends apparently desired by almost 
everybody. 

Since the editorial came out, it has 
been reported that the American Govy- 
ernment, in conjunction with Argen- 
tina, Canada and Australia, is planning 
to organize an international ever-nor- 
mal-granary and to build a huge relief 
stock of food stuffs to be furnished at 
the end of the war to Europe, China 
and other distressed areas of the world. 
It has been suggested that the 4-H 
Clubs with their nearly a million and 
a half membership would be a particu- 
larly ideal group to participate in the 
program of conserving food. It was 
pointed out that these clubs would help 
to keep the emphasis away from 
political and commercial motives and 
make the program appealing in this 
country and abroad. 

There are, of course, many organi- 
zations already available and willing if 
they were only given the word to go 
ahead upon a comprehensive plan that 
they could understand. Specifically, 
the Boy Scouts, the Girl Scouts, Wo- 
men’s Clubs, various business associa- 
tions and Growers’ Associations come 
to mind. So far too little has been 
done to organize the dormant energies 
of the civilian populace. 

Perhaps this lack of activity is part 
and parcel of the thinking that leads 
to the establishment of some 300 de- 
fense areas, without considering that 
the balance of the country is also a 
part of the defense area. 

Defense areas are to have priorities, 
but the restrictions on various products 
are to be applied against those areas 
not so designated. Yet, when a coun- 
try is on the verge of war, or thinking 
of going into war, the entire country 
is a defense area, if defense areas are 
considered to be those localities from 
which vital supplies must flow. If we 
are. to produce food supplies for our- 
selves and our allies during the war, 
and if we are to produce raw materials. 
and manufacture products for ourselves 


and our allies during the war, we 
cannot afford to segregate elements of 
our society, and pigeon hole only a 
few as being necessary to the produc- 
tion of vital necessities. If we are to 
be the arsenal of war, and the granary 
of peace, we need all of our people, 
every one of them, and we must find 
a way to unite them not under a single 
will, but into a single will capable of 
carrying the banners of freedom to vic- 
tory. To this end it is urged that the 
program to conserve food be pushed 
forward—that a willing people might 
be united. For only a united people, 
capable of maintaining freedom in their 
own domain, can carry on over the 
immediate obstacles, and in the end, 
give others a chance for that same free- 
dom. 





Higher Farm Standards 


Mean More Business 
HAT PEOPLE BUY is a 


rough index of what they think 

is a good way of life. And 
this in turn is a clue to the merchandis- 
ing and advertising to which they will 
respond. 

The Des Moines Sunday Register 
has printed a list of electric appliances 
bought in three mid-western counties 
by 760 farm families when high lines 
were built past their homes. There are 
fifty-five items on the list, arranged 
in order of popularity. Electric lighting 
is not included, since it is not properly 
called an “appliance”; and no doubt 
every farm home supplied with current 
has electric lights as a matter of course. 

The top items hold a special mean- 
ing; since they deny the old belief that 
a farm is a man’s world. The first 
seven items on the Register’s list are 
household appliances. This is not be- 
cause other items are not available; 
for the list includes brooders, electric 
fence, stock-water heaters, grain ele- 
vators, pumps, fan mills, utility farm 
motors, feed grinders, tool sharpeners 
and the like. 

The first item, one upon which 752 
of these families agree, is a radio. This, 
we think, is as it should be. Radio 

(Continued on Page 37) 








Sell Ideas to Customers to,.M 


“A place where townspeople like to 
drop in—young folks as well as the 
older ones—that’s my idea of a lumber 
yard office in a town of this size,” 
stated John C. Woodworth, manager 
of the Van Petten Lumber Co., Pen- 
dleton, Ore. Having been manager for 
28 years he knows what he is talking 
about and Mrs. Woodworth 
who ably assists him. 


Ss) ck eS 


“[ have seen as many as fourteen 
youngsters in this store at one time,” 
continued Mr. \Woodworth enlarging 
on the subject of catering to the young 
as well as the old. “They begin to 
come from grade school age and on up 
through high school. When they get 
into manual training work, we make 
a specialty of looking after their needs. 
Though the amount of the individual 
sale in odds and ends of lumber and 
hardware may be trifling, we count the 
time well spent in servicing youngsters 


and in advising them in’ connection 


with their ‘building problems.” They 
have a way of growing up fast. Time 


and again it has happened that one 
of our ‘boys’ has finished school, mar- 
ried, and before we know it is building 
a home. With more than an ordinary 
sense of satisfaction we see him come in 
here and buy materials complete for 
that home. 

instance, is a ‘leader’ 
for youngsters—dowels 
dowels. 


“Here, for 
just ordinary 
We keep a good supply of 
them in short lengths prominently dis- 
played in the store. But aside from 
the fact that we sell any amount of 
them to women for garden stakes, and 
sometimes to the girls for ‘maiorette’ 


and drill class batons, what do you 





suppose the greatest outlet is? 
its for arrows. 


Well, 
leven before the mod- 
ern craze for archery came on, every 
boy went through the bow and arrow 
stage. These dowels of the proper 
diameter make dandy arrows. Prob- 
ably half the boys in this town became 
William Tells after we began to pro- 
mote the idea of ‘dowels for arrows.’ 

“Yes, we like the kids around this 
lumber yard. They pay dividends in 
future business. In the old days of 
open storage of lumber, kids played 
hide and seek and ‘wild Indian’ all 
over and around the piles, and were 
considered a nuisance. Considerable 
time was spent in chasing them away. 
Now, strange to say, I spend con- 
siderable time trying to entice them 
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August 28, 1941 


Believing that a lumber yard should not 
only service its community, but also 
should serve the people, John C. Wood- 
worth, manager, Van Petten Lumber 
Co., Pendleton, Oregon, stands before 
his paint display designed to provide 
customers with popular decorative colors 
in convenient sized containers; in his 
hand is a dowel, which, he says, makes 
a fine arrow for boys, who start early 
as his customers. Mrs. Woodworth, 
(picture, center of facing page) explains 
in this article how housewives have come 
to rely upon the lumber company for 
new ideas on building, remodeling and 
decorating 


ove More Stock 


into the place.” 

The building, housing the Van Pet- 
ten Lumber Co. office, is comparatively 
new, and makes a good appearance 
with its streamlined architectural fea- 
tures. Although it is located some six 
blocks from the business district, yet 
women as well as men go there to shop 
for various items. 

“Almost anyone,” said Mrs. Wood- 
worth, “will acknowledge that the 
woman's influence is of primary im- 
portance in designing and building the 
home from the basement up. Even if 
it is a speculative, contractor-built 
home offered for sale to the general 
public, her influence is there, for a 
contractor today uses up most of his 
gray-matter figuring ways to do things 





Lynn Ramsay, assistant manager, shows why it is not bad manners to point 
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Left: Literature center for house prospects and builders. 
hold any size booklet or folder with title visible. 


to create those ‘touches’ that he thinks 
will win the woman’s approval. 

“Women today read about, observe 
and study homes to the minutest details 
trying to get beauty and convenience 
and at the same time cut down on the 
amount of future housework in that 
home. They are getting to be regular 
efficiency engineers, minus the stop 
watch. Here in this store we try to 
work with them. They come here 
singly and in groups just to talk home 
building and home remodeling. We 
encourage them to do so. The more 
they come in and talk and compare 
notes and use the phone, the better we 
like it. It proves that a “lumber store” 
can be just like any other kind of a 
store. 

“Since this is a post of building 
information and discussion, we are con- 
stantly on the alert to get a talking 
knowledge of everything that enters 
into modern home design and building. 
Especially are we alive to every new 
thing, however small in detail, that we 





Merchandise, bargains on top 


can demonstrate. As an example of 
what I mean, here are these little wood 
round corners for floor bases. They 
are not new, but are at least new 
enough so that recently I heard of a 





man who after putting these round 
corners in every room of his new home, 
stated that he, personally, had worked 
long and hard with the architect in 
devising all sorts of features to simplify 
housework. His story was that he 
thought up the idea himself and had a 
local woodworking plant make them 
specially at considerable expense. 
Maybe he did and maybe he didn't. 
At least it makes a good story. The 
point is that these round corners do 
away with much of a woman’s work 
in keeping corners clean. We keep 
them displayed and never lose an op- 
portunity to bring them out and 
demonstrate their labor-saving features. 

“To keep things systematically and 
intelligently displayed is as important 
in this as in any other merchandising 
business. For instance, we have segre- 
gated our paint display into two divi- 
sions, one for the painters’ line, and 
the other, a diversified line of ready 
mixed shades in smaller containers to 





Display rack is a creation of Mr. Woodworth's: advantage, will 
Right: Attractive exterior that helps to draw community trade 


appeal to the public. Even though we 
are located at a considerable distance 
from the shopping center, it is our 
belief that we sell as much paint as 
any dealer in the city. The answer 
is that we cater to the best painters 
and the discerning element of the gen- 
eral public with a high quality product. 

“How to display builders’ hardware 
so as to save time and yet serve the 
convenience of the customer was a 
little problem in itself. People were 
prone to come in and want some kind 
of a hinge or door fastener, which they 
could not describe clearly in words. 
But they knew just what they wanted 
when they saw it. To help them, as 
well as ourselves, we fastened samples 
of hardware on cabinet doors around 
one corner of the room and kept them 
accessible to the public. The stock 
is kept in these cupboards and in 
drawers below. This is not new, of 
course, but the point is that the cus- 
tomer can step directly up to the dis- 
played item he wishes and point it 
out. Ifa similar display is kept behind 
a wide counter he has to point out 
his needs with a series of gestures that 
are not so easy for the clerk to follow.” 

Strong believers in the value of 
manufacturers’ literature as an aid to 
sales, Mr. and Mrs. Woodworth have 
provided a special display rack for it— 
a sort of library center for literature 
on up to date ideas in home building 
and decorative materials. The rack is 
2 feet wide by 4 feet high and 4 feet 
lope, with six display pockets the full 
width on both sides. These are ar- 
ranged in tiers and will hold any kind 
or size of booklet or folder, with all 
titles visible. Sixty to 150 kinds can 
be displayed, depending on the size. 
The pockets are deep enough to hold 
six or eight pieces of each one dis- 
played. 
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Dakota Lumber Co., 
Dakota, Méinn., has 
capitalized on "eye ap- 
peal’ and consumer 
displays to attract cus- 
tomers from the high- 
way and to sell them 


EYE APPEAL BRINGS TRADE TO THIS FIRM 


Dakota, Minn., on the West bank 
of the Mississippi river, is so strung 
out that you don’t know whether it’s 
a town or whether the brief cluster of 
houses was dictated by a whim. But 
as you whizz by at fifty miles an hour 
you don’t miss the lumber yard. It 
has been designed to stop you! Just 
as the “astonisher” placed at the end 
of that sentence is supposed to stop 
you. And if you need anything you 
probably turn back and go in because 
the Dakota Lumber Co. looks as if it 
will have what you want. If you don’t 
need anything, you still can’t forget 
that attractive front perched on the 
brow of the hill above the road. 

Built on modern functional lines, 
name lettered in colored Neon against 
white background, one square corner 
completely taken up with a large clear 
window and the other corner at the 
front, rounded like a turret and built 
of glass block from floor to ceiling, 
the Dakota Lumber Co. overlooking 
the road is impressive. For some time 
after it was built, before the Neon sign 
was put up, stray autoists frequently 
drove up at night with their girl 
friends, thinking it was a new night 


Mt inserts 


club, These mistakes didn’t bother 
C. J. Iverson, head of the company, 
because they proved that the new head- 
quarters was attractive and could be 
seen clearly from the road—which was 
the chief reason for building it. 

Nineteen years ago when the com- 
pany was purchased by the present 
owner, the office was located so far 
back from the highway that it couldn’t 
be seen without coming up the drive- 
way, the lumber sheds did extend into 
view, but even they did not extend so 
far forward on the bluff as the present 
office and display room does. What 
could be seen from the road looked like 
an old time lumber yard but not a very 
inviting one. Trade at that time was 
chiefly with carpenters, contractors and 
farmers. 

In the Fall of 1938 and the Spring 
of *39, the company remodeled, remov- 
ing the forward sheds, and building 
a new shed, with the office and display 
room as far forward as possible on the 
hill overlooking the highway. It be- 
came apparent almost at once that the 
new building was attracting new cus- 
tomers who had noticed the modern 
front while driving up or down the 


road. The yard had never been par- 
ticularly local in its trade, having cus- 
tomers from several of the surrounding 
towns, but now customers were coming 
from farther up and down the river, 
and there was more consumer trade. 

Possibly it was merely coincidental 
that in 1938 a competitive yard began 
doing business in a nearby town. Some 
customers were lost to this new enter- 
prise and the competitive yard con- 
tinued in business. The Dakota Lum- 
ber Co., however, has never noticed 
any decrease in sales volume and this 
they attribute to the effectiveness of the 
new office and display room, which 
they had set up: first, to attract trade 
from the highway ; and second, to offer 
such items as paint, hardware, tools, 
light bulbs, and other sundries likely to 
appeal to the consumer trade. 

After nearly three years of business 
under the new roof, Mr. Iverson is of 
the opinion that the remodeling has 
paid for itself and should have been 
done some years before it was accom- 
plished. At least, since the new display 
office was built, business has made it 
profitable to hire the full time of 
another man. 
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Heated, Attracts ~~ 
15,000 People 


Seven rooms and a bath in a neat, 
compact frame, placed on the owner’s 
lot for $4650, proved so interesting to 
the residents of Lansing, Mich. and 
vicinity that 15,000 of them, excluding 
children, visited the house on the two 
week-ends through which it was open 
to the public. 

The house was the project of the 
Hager & Cove Lumber Co. of that city, 
and it was built by local contractors. 
Known as the Tri-Level, it is a pro- 
tected type of construction for which 
the lumber company has the franchise 
in 13 southern Michigan counties. It 
was the first of its type to be built in 
Lansing. 

“Construction was started,” said Al 
Hager, ‘on March 9, and the house 
was opened for public inspection on 
March 23. On the opening day from 
one o'clock in the afternoon until clos- 
ing time at night, 4432 people went 
through the house. This number did 
not include bankers, realtors, building 
and loan officials and contractors. 300 
of these attended a pre-showing on 
March 21, in response to cards sent to 


















them. In addition to newspaper pub- 
licity we used two announcements over 
the local radio station. On the second 
Sunday, March 30, we had a real old- 
fashioned blizzard here, but in spite of 
it, 1680 people came out to see the 
house. Beyond any question it created 
an interest and gave an impetus to low 
cost home building far in excess of the 
effort and expense we went to in 
having it built.” 

On the grade level, reached through 
the front door, are the living room, 16 
ft., three inches by 16 ft., four inches, 
and a room which can be used as a 
library, den or bed room. Just outside 
the living room, through a pair of glass 
doors, is a landing from which short 
flights of stairs lead both up and down. 

Up six steps is the top level on which 
are located two bed rooms and the bath. 
Down seven steps is the lowest level 
on which are located the dining room, 
kitchen and utility room containing the 
heating plant and laundry facilities. 
At a small additional cost the remain- 
der of the lowest level, under the living 
room and library, could be developed 
into a game room. In this house the 
space is not excavated. 

The total distance between the top 
and bottom levels is that covered by 
13 steps, which is about normal for 
a two-story house not including the 
stairway to the basement, which usually 
requires nine or ten more steps. 

The living room has five spaces large 
enough to accommodate a davenport 
or a piano, and the floor is oak. Be- 
tween the living room and the library 
is a sliding door, installed to conserve 
space. The floor in the library is oak 


wardrobe walls. 
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Above: A model home. 
Left: Part of the crowd 
of 15,000 that visited it. 
Below: One interior at- 
traction 


block. Other floors are hardwood of 
oak and other species, except the 
kitchen which is covered with linoleum 
and the utility room, which is uncoy- 
ered cement. An_ attractive wood 
wainscot gives the dining room a dis- 
tinctive character. 

An economical and pleasing treat- 
ment was applied to the closet and 
Instead of the usual 
plaster, which, because outside wraps 
are rubbed against it, needs more than 
average decorating, the walls are all 
14-inch plywood, treated with floor 
finish. These walls will resist discolo- 
ration and dirt. All closets are equipped 
with electric lights. 

Heat is supplied with a gas-fired 
warm air furnace. 

“The house,” said Mr. Hager, ‘can 
be heated adequately without storm 
sash for $74.50 a season with this 
equipment. All the roof area is in- 
sulated with one-inch blanket, and both 
roof and sidewalls are wood shingle. 
We began to handle the line of fur- 
naces of the type installed in this house 
about a vear ago, and sold 39 of them 
last winter. We will go far over that 
mark this year, judging by the number 
of prospects we have. 

“We could have built the house for 
much less than we spent, but we were 
not shooting at the lowest price. Our 
aim) was to construct a thoroughly 
livable little home, and we were really 
extravagant on floors, fixtures and 
decorating. The decorator was given 
a free hand all the way. We wanted 
an attractive house with the best of 
materials and equipment, and that is 
what we got.” 
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The Buchanan Lumber Co., Cum- 
berland, Md., deals with a wide vari- 
ety of buyers, and sets its sales meth- 
ods to suit their needs and their habits. 

Cumberland itself is a hustling in- 
dustrial city, employing thousands of 
workers; and its biggest industry is a 
famous rayon plant. But the city is 
located in a mountain country of fairly 
isolated villages and farms. These 
outlying buyers long ago formed the 
habit of purchasing a good many ar- 


ticles from big catalog houses in Cin- 
cinnati, Chicago and other cities. 


Mail Catalog Has “Pull” 
in Isolated Places 


Catalog buying is a natural. Local 
merchants develop much temper over 
it, and humorists have thought up 
plenty of wheezes about the big books; 
but they're still found by the thousands 
in farm and mountain homes. Their 
pulling power isn’t wholly and prob- 
ably isn’t largely a matter of price, al- 
though the customers will argue and 
quote comparative figures without end. 
They can’t compare quality with any 
exactness, and most of them know it. 
But they spend hours turning the 
pages, reading the descriptions and 
letting their imaginations range. It’s 
like having the run of a big bazaar or 
a world’s fair. And when the cus- 
tomer orders an article that he can't 
get in the local stores, he’s quite cer- 
tain to include other things he could 
get locally. It’s a type of merchan- 
dising with a technique and a pulling 
power all its own. 


Yard’s Own Book Proves 
Useful Sales Aid 

The Buchanans took note of this 
catalog habit among outlying custom- 
ers. Instead of trying to ridicule these 
buyers or attempting to prove the cata- 
log goods were all poor stuff, it oc- 
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Mostly native lumber, 
this stock is piled 
along double siding 
at plant of Buchanan 


Lumber Co. 
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curred to them they might use a vari- 
ant of the same merchandising tactics. 
They handle not only lumber and mill- 
work but also a wide variety of build- 
ing materials—imany articles that can 
be and are sold separately for repairs, 
renovation and the like. 

So they got out a catalog of their 
own; with articles illustrated, described 
and priced. It makes quite a big book. 
It’s widely distributed in the surround- 
ing area. This catalog has at least 
two purposes: To sell the articles 
listed, of course, and to get the name 
of the company and its building service 
known in these villages where there 
are no standard lumber yards. It has 
proven to be a useful sales method; 
moving large annual totals in small 
sales and getting the company lists of 
building prospects. People pore over 
these books, just as they pore over the 
catalogs of the national merchandising 


== 
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houses. It’s safe to say these outlying 
customers have a much more complete 
idea of the great number of articles 
handled by the Buchanan company 
than do the people who live in Cum- 
berland within easy visiting distance 
ef the plant. 

One minor value of the catalog is 
the fact that preparing it keeps this 
stock fresh in the minds of the com- 
pany itself. One day in another State 
a dealer, showing this department 
through the warehouse, stopped and 
stared at a stock of dowels. “By 
George,” he said, “I forgot I had that 
stuff. A customer was in yesterday 
asking for some, and I sent him to a 
hardware store. I wonder what else 
I have in here that I’ve forgotten.” 


Outside Salesmen Contact 
City Prospects 


The Buchanan company depends 
largely upon the catalog to discover 
building prospects outside of Cumber- 
land, and it depends upon outside 
salesmen to discover prospects within 
the city. It does not use newspaper 
advertising and never has tried radio, 
although both have values the com- 
pany recognizes. Radio, to 
be effective, has to be con- 
tinued steadily. So much 
advertising and _ entertain- 
ment come over the air that 
listeners don’t remember it 


This tractor, 


front, is used to move yard 


with pusher 


wagons by the Buchanan 


company 


long. To make a sale, radio 
has to find the person who 
is at the moment a pretty 
hot prospect. If he hears 
the announcement and then 
a month or a week later 
finds that he wants the ma- 
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Maryland Yard Publishes Own Cata- 
log for Mountain Customers; Charges 


for Plans; Has Unique Ways of Paying 
Mill Hands and of Drying Hardwoods 


terial advertised, by that time he'll 
have forgotten what he heard. 

The salesmen do as all good outside 
salesmen do; cruise the town, talk with 
everybody they can reach, contact 
builders, watch vacant lots for signs of 
building activity. They pretty well 
know who is in the market or even 
thinking about building. 


Charges Customers for 
Building Plans 


The company has its own drafting 
department, and it has in its own way 
met one puzzle in connection with plan 
preparation. This puzzle, for which 
there seems to be no perfect solution, 
has to do with charging for plans, 
versus free plan service. The Buchan- 
ans make a charge for their plans. 
Their charges are lower than custom- 
made architect work; but they ex- 
plain that it costs something to get out 
plans and that the work has to be paid 
for in some way. The fair way is to 
charge for the service as a separate 
transaction. 

“We decided on this policy after a 
good deal of thought,”’ said Alexander 
R. Buchanan, president of the com- 
pany. “A plan department 
is fairly expensive to run, 
and you can’t make many 
plans for nothing on which 
you get no sale of building 
materials, There are a few 


End-checking of hardwoods 

is avoided in Buchanan vard 

by use of covers that slow 
rate of drying 


people who like to play 
with the idea of building or 
remodeling but who have 
no real idea of doing it. 
They'll get plans drawn up 
and then put off deciding. 
They never do decide. But 
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Main office of the 
Buchanan Lumber 
Co., Cumberland, 
Md. Company oper- 
ates a big millwork 


plant 


that’s not so important as another as- 
pect of the service. Suppose you ad- 
vertise free plans. You're up against 
two possibilities. 

“In the first place, a prospect may 
get your plans and then take them 
somewhere else to buy his materials. 
You advertised that they were free, 
didn’t you? In the second place, a 
prospect for a house may be kept away 
from your office by this ‘free’ service. 
He knows it costs something to make 
the drawings, and he tells himself that 
the free plan is something to get him 
committed to buying of you, after 
which you'll charge him plenty for the 
lumber and building materials. 
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Consultations Give Yard 
Good Chance at Job 


“Different yards follow different 
policies, depending probably on the 
kind of customers they have. We do 
it this way. We make up the plans 
and charge for them. That deal is 
complete. Then the owner is free to 
go where he pleases for his bids. We 
have as good a chance as anybody 
and probably better, for we've talked 
over what he wants and are that much 
ahead in understanding him. It’s this 
intangible advantage that justifies our 
selling the plans, as we must at times, 
for less than they cost us. Our method 
is to begin with stock plan books, to 
find about what the customer wants 
and to make the alterations he sug- 
gests. An occasional customer runs 
the draftsman ragged; spends most of 
his time for a couple of weeks or a 
month in the drafting room, thinking 
out loud and changing his mind every 
hour on the hour. I know we've got- 
ten out house plans that cost us $300 
or more in working time. These per- 
sons, however, are not usual. We 
wouldn't like to get along without the 
drafting service, and after trying dif- 
ferent ways our present methods seem 
the most satisfactory.” 


Handles Native Hardwoods; 
Manufactures Millwork 


The Buchanan company has two 
vards: one at Cumberland and one at 
Altoona, Pa. The two plants carry, 
together, about two and a half million 
feet of lumber. The company han- 
dles quite a large volume of native 


(Continued on Page 31) 
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Some of the elec- 
tric tools in the 
rental department 
of the Hyde Park 
Lumber Co., Cin- 


cinnati, Ohio 


The experience of numerous build- 
ing material dealers has proven that 
with proper organization, an electric 
tool renting service can be a highly lu- 
crative department of a dealer’s busi- 
ness. Furthermore this service stimu- 
lates sales of related materials which 
are in the dealer’s stock. 

Several problems must be met and 
solved, however, if the dealer is to be 
satisfied with the results he gains from 
his investment in this type of equip- 
ment. Primarily he must meet the 
problem of damage to the machine by 
an inexperienced operator, so that he, 
the dealer, will not stand loss so in- 
curred. Then he must also effectively 
advertise the availability of this rental 
service to the public. 

Highly enthusiastic about the suc- 
cess of his company’s tool rental de- 
partment is L. W. Schurgast, manager 
of the retail department of the Hyde 
Park Lumber Co., Cincinnati, Ohio. 
That concern has invested about $2000 
in electric tools and is taking in an av- 
erage of $200 to $300 per month in 
rentals. The electric equipment in- 
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cludes saws and sanders of all sizes, a 
drill, plane, paint spray and mixer, door 
mortise machine, guild cutter and elec- 
tric hammer. Bits, caulking guns, and 
a shingle cutter are among the manual 
tools rented. 

“All of the tools have brought us 
many new customers and are helping 
in the sale of materials,” Mr. Shurgast 
said. Previous to the installation of 
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Reap Two-Fold 
Rental Too 


the floor sanding machines the com- 
pany’s sales of sandpaper were neglig- 
ible. Now it purchases about $1,800 
worth of sandpaper per year, which 
means about $3,500 in sales, as sand- 
paper is marked up nearly 100 percent. 

Each customer renting a tool signs a 
contract which states that he ‘‘agrees 
to pay for any damage incurred 
through carelessness or negligence in 
operating the above machine.” A fur- 
ther printed notation on the agree- 
ment gives some simple directions for 
the use of several of the machines and 
announces that 50 cents will be charged 
for cleaning paint or caulking guns if 
they are returned uncleaned. Large 


Floor sanding ma- 
chine and paint 
conditioner owned 
and used by the 
Kankakee Lumber 
& Supply Co., 
Kankakee, Ill., to 
provide complete 
service to cus- 
tomers 


black type states that all tools must be 
picked up and delivered back by the 
customer during store hours. ‘“Posi- 
tively no delivery or pick-up by our 
trucks!” This no delivery policy places 
all responsibility for care of the tool 
upon the customer from the time of its 
inspected release until its inspected re- 
turn. 

Mr. Schurgast believes that the suc- 
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Profit From 
Department 


cess of their department may be cred- 
ited to the first class condition of each 
of their rental machines. One man is 
in charge of the renting department 
and he personally sees that each tool is 
mechanically perfect when it goes out. 
He also checks it in upon its return and 
it then goes to a repair counter in the 
back of the store for careful inspection. 
If the machine contains knives, blades 
or saw teeth, they are immediately re- 
sharpened. Only then is the unit re- 
turned to the rental platform to go into 
service again. When a tool has reached 
an age of 75 rental days it is sold at 
one-half list price irrespective of its 
condition. Because of this policy it 
has become known that the Hyde Park 
yard rents only practically new tools. 
Rental charges have been set high 
enough by the Hyde Park company so 
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that a certain amount of latitude in 
time limits may be allowed. For in- 
stance if a tool is taken out one fore- 
noon and not returned until the after- 
noon of the next day, the patron is 
charged rent for a single day only. It 
is a policy which pleases customers. 

The Cincinnati concern mentions its 
rental service in all of its advertising 
material. Ads appear regularly in Cin- 
cinnati newspapers and special mail- 
ings and telephone solicitations are also 
employed. 

Other dealers also have found that 
their investment in floor sanders and 
similar equipment has been a profitable 
one. C. S. Walker of the Walker 
Lumber Co., Columbus, Wis., says, 
“We purchased our first floor sander 
about four years ago, and accurate re- 
cording of our rental receipts showed 
that our investment was returned in 90 
days. We charge 50 cents per hour for 
the sander, plus the price of paper, and 
allow the customer to keep track of the 
time, charging only for the time in 
use.” Mr. Walker suggests however, 
that the policy of charging for the time 
the machine is away from the office has 
many desirable features. He also states 


that in the case of an inexperienced cus- 
tomer, damage to the tool can be pre- 
vented by sending an operator with 
the machine, and charging for his time. 
J. E. Borg of the Illinois Lumber, 
Grain & Coal Co., Hoopeston, III., is 
quoted as follows: “For the money 
invested our sander has returned us a 
very good profit. In almost every case 
we sell the complementing material 
such as filler, paint and varnish.” The 
Illinois company’s rates for their sander 
are as follows: minimum charge, 
$2.50; eight hour day, $3.50; morning 
four hours, $2.50; afternoon, $2; one 
day and night, $5. Paper is extra. 


These dealers report that their con- 
tractor-customers have accepted the 
service enthusiastically. ‘Contractors 
prefer to rent our floor sanding ma- 
chine rather than to have one of their 
own because they do not individually 
have enough of this type of work to 
pay for the investment,” says F. E. 
Nichols, manager of the O. L. Walker 
Lumber Co., Casper, Wyo. “The few 
contractors who own their own ma- 
chines have never criticized us or had 
any hard feelings about our renting 
service,” he concluded. 
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(Continued from Page 29) 
hardwoods ; partly because these moun- 


tain hardwoods are of fine quality and 
partly because of a big planing mill 
that does both stock and custom work. 
It has what amounts to standing or- 
ders of immense size for bobbin boards 
(if we have that technical name right) 
for the local rayon mills. The plant 
was working a lot of ten or twelve 
thousand at the time we called. It 
does all kinds of interior trim and puts 
out much stock work. 


Costing System Results in 
Accurate Estimates 


George L. Buchanan, the brother 
who takes most of the responsibility for 
the mill, told us that, after much ex- 
perimenting, he had worked out a 
piece-work method of paying the mill 
hands. After much checking, experi- 
menting and record keeping, he knows 
how long it takes to set any machine 
for any kind of job. The men are al- 
lowed that time for making the “set” 
and are paid for it at time rates. Then 
every machine is metered, and the me- 


ter keeps an automatic count of the 
pieces run through it. It means fairly 
complicated records, with various ad- 
justments to make the matter fair. 
There is a bonus system to compensate 
the highly skilled and speedy workers. 

While Mr. Buchanan says freely 
that this system involves many records 
and much calculation, he adds that he 
wouldn’t try to operate in any other 
way. It’s not a speed-up or sweating 
process, designed to get the maximum 
labor out of the men, although the men 
do keep the machines working steadily. 
They would be paid for what work 
they did, under any system. If there’s 
any sweating involved, it’s a sweating 
of the machines. A machine means a 
large initial investment, and running 
it is fairly costly. It’s a saving to the 
company and an advantage to the men 
to make the machine produce its maxi- 
mum. But the principal advantage lies 
in the ability to estimate costs of pro- 
duction in advance. Every job can be 
broken down into its piece units, in 
estimating, and the cost determined 
with a high degree of accuracy. Most 
planing mills that have gone bust the 


hard way, did it for lack of exact cost 


knowledge. 


Craft Paper Cover Controls 
Rate of Air Drying 


In going about the big yard, we 
noted a good many piles covered, top 
and ends, with craft paper; battened 
down so it wouldn't blow away. Mr. 
Buchanan explained that this was not 
protection against the weather but was 
a simple way of retarding the air dry- 
ing of this hardwood that had come 
straight from the saws. Air drying is 
the standard method for these hard- 
woods, but if they dry too rapidly, as 
they’re pretty certain to do in summer, 
they end-check and a lot of stock is 
ruined. By slowing the process to uni- 
formity with this simple and inexpen- 
sive device, checking is prevented. An- 
other method used is painting the ends 
of the piles with melted paraffine. The 
paraffine method, used on boards that 
have started to check, will not only 
stop the process but will cause the 
cracks to close. The cracks are still 
there, but they go no deeper. These 
simple and inexpensive methods can 
be used in any yard and are worth re- 
membering. 
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UNPAINTED FURNITURE DEPARTMENT 


SHOWS PROFIT and 
LEADS to BIG JOBS 


A young Tacoma couple about to be 
married, went into the Reliance Lum- 
ber Company's display room and office 
at 323 Puyallup Avenue, 
\VWash. several years ago to purchase 
In addition 
to their bedroom and kitchen furniture, 
they also bought a generous supply of 
paint. 

About a year later the same couple 


Tacoma, 


some unpainted furniture. 


came back to buy a bassinet, also un- 
painted, and later still, as the active 
child outgrew his parents’ limited liv- 
ing quarters, they returned to make 
their third and 
new home. 

It doesn’t always work out just that 
way, but Mrs. Ruth C. Hatchell, vice 
president and treasurer, and H. J. 
Benson, secretary of the Reliance firm, 
have found that their prominently dis- 
played stock of unpainted furniture, a 
stock more complete than any other in 
town, brings a considerable number of 
prospective home and lumber buyers to 
their office each month. Besides con- 
tributing substantially to the success 
of their paint department, their un- 
finished furniture is an advertising 
promotion that not only pays for itself 


largest purchase—a 


but nets a handsome profit on the side. 

Located in a town of slightly more 
than 100,000 population, the firm sells 
between $500 and $800 worth of un- 
painted furniture per month. At an 
average of $5 per sale, this means that 
between 100 and 150 prospects for an 
later lumber sale enter 
the store each month. 


immediate or 
As the margin 
of profit is good, and selling expenses 
negligible, the furniture would be well 
worth handling strictly as a_ sideline 
for additional profit. 

In building the firm’s reputation as 
“the unpainted furniture store,” the 
proprietors have held closely to the 
folowing merchandising principles: 

1. A complete stock of well con- 
structed but inexpensive furniture for 
every household purpose. 

2. Piecemeal rather than unit sell- 
ing and display. 


3. Adequate and prominent window 

















display with some newspaper and radio 
advertising. 


+. Well displayed semi-self-service 
paint department, with sufficient va- 
riety to meet every household need. 

experience has taught the Reliance 
company that piecemeal selling of the 
unpainted goods is more effective than 
unit sales effort. Although a complete 
set makes a more attractive window 
display such a sales policy cuts the 
sales volume and fails to move the mer- 
chandise any faster. A newspaper ad- 
vertising campaign to stimulate unit 
buying brought in only customers who 
bought single items, the company 
found. 

In spite of this fact and the limited 
use of unpainted furniture for living 
rooms, a few customers have entirely 
furnished their homes this way. The 
best items are bedroom and_ kitchen 
pieces. For this market Reliance car- 
ries a variety of beds and chests, break- 
fast tables and chairs and other such 
pieces. 

More than any single article a bas- 
sinet has proven to lead to later sub- 
stantial orders of lumber. The need 
of a bassinet usually precedes the need 
for enlarged or new living quarters, 
and by making the initial contact before 
the move becomes necessary, the firm is 
able to get the jump on their compe- 
titors. 

For this Mrs. Hatchell 
makes it a point to display a bassinet 
prominently in the front window. Al- 


reason, 


Above: Part of the unpainted furniture 
department of the Reliance Lumber Co., 
Right: Front display 


windows of the same concern 


Tacoma, Wash. 


though a small can of paint is often 
wrapped up for delivery at the same 
time, she instructs her salesmen to 
warn the parent that the baby is likely 
to teeth on the painted edge. The warn- 
ing loses an immediate sale, but by 
implanting confidence in the firm’s 
dealings, it pays dividends in the long 
run. 

According to Reliance, display is 
all-important, particularly for a lum- 
ber dealer. The company has found 
its front corner window, visible to 
passing motorists on one of Tacoma’s 
busiest arteries, to be its best adver- 
tising medium for unfinished furniture. 
Customers have learned to expect an 
ample stock of builders’ hardware and 
will ask before seeing it, but furniture 
at a lumber dealer’s must be seen to 
be sold. About one-third of the in- 
terior display space is given over to 
this department. 

A well-balanced stock of paint is 
equally essential to building a steady 
volume in unfinished furniture, Mrs. 
Hatchell emphasizes. In nine cases 
out of ten, the customer crosses directly 
to the paint department to complete 
his order. While doing a_ certain 
amount of contract selling, Reliance 
Lumber’s paint department is arranged 
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to appeal primarily to the amateur 
home painter, with a sufficient supply 
of small units to fit virtually any 
household requirement. 

Easily visible from the street, the 





paint stock is kept meticulously in 
order, with no empty or half empty 
shelves. Vacant places are refilled 
from reserve stock as soon as possible 
alter each sale. For night time illumi- 
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nation, a Reliance employee evolved 
the idea of turning off all interior 
lighting with the exception of spotlights 
for the paint department. The striking 
effect which resulted draws the atten- 
tion of any pass- 
ing motorists and 
pedestrians. 

Although other 
hardware items 
are not given 
such favored 
places for display, 
most of the build- 
ers’ hardware is 
arranged in dis- 
play islands which 
the home buyer 
must pass on his 
way to the back 
counter. Conse- 
quently, he is able 
to pick out the 
hardware items he 
wants before de- 
ciding on the lum- 
ber. As he is able thereby to settle 
beforehand on the exact price of these 
fixtures, one source of possible friction 
on “extras” between buyer and dealer 
is eliminated. 


LUMBER DEALER SPONSORS NEWS 
BROADCASTS 


Capitalizing on the present interest 
in late news is The Dougherty Lumber 
Co., Cleveland, Ohio which sponsors 
a 15 minute news feature each week 
day night over radio station WHK in 
Cleveland. The program entitled, 
“World News with Murray Young”’ is 
an unbiased commentary that stands 
as the only news service of its kind in 
the area served by the sponsor. 


Commercial announcements have 
been arranged to fit in rather than to 
break into the broadcast. The opening 
announcement is brief, it serves merely 
to introduce the program. The com- 
mentator covers the foreign news pic- 
ture (about six minutes) and the an- 
nouncer reads a 275 word commercial. 
This serves to separate foreign from 
domestic news. The national scene 
receives about five minutes of atten- 
tion. The second commercial usually 
mentions the location of the three 
Dougherty branches and is followed by 
some closing bulletins. Final an- 
nouncements merely identify the next 
night’s program. 


Mr. Young, the commentator, is an 
experienced newspaper and publicity 
man, and collaborates with the Dough- 
erty staff in preparing the commercial 
announcement. The company has a 





MURRAY YOUNG 
News commentator sponsored by 
The Dougherty Lumber Co. 
great deal of confidence in institutional 
copy for this advertising. However, 
variety is the keynote, and direct mer- 
chandising, or announcements about 


specific items in stock are often sched- 
uled. 

“Our commentator’s listening audi- 
ence as surveyed,” said Mr. M. Fer- 
ris, secretary of the Dougherty firm, 
“is sizeable enough to make the cost 
per thousand listeners a_ reasonable 
means of effectively contacting our re- 
tail market with our name, our prod- 
uct, and our institution. We certainly 
feel we are getting our money’s worth 
in our radio advertising.” 





Not Responsible for Use of 
Below-Code Materials 


DENVER, CoLo., Aug. 18.—Lumber 
dealers cannot be held responsible if 
their customers use below-standard 
materials within zones under jurisdic- 
tion of the municipal building inspec- 
tion department, City Magistrate W. 
W. Lattimer ruled in Pueblo, Colo., 
during the week. His ruling acquitted 
Sam Bernstein, of Bernstein Bros., 
building materials firm, and Office 
Manager L. E. Webb, of the company, 
of a charge of violating the building 
code. The defense explained that the 
company has no way of knowing where 
purchasers intend to use materials they 
buy. 

The buyer, however, was found 
guilty of violating the code by using 
No. 3 shingles in a zone where No. 1 
is specified. The buyer had put the 
shingles on one side of the roof of his 
own home. 





Even Dogs Need Houses — 
Why Not Sell Them? 


As you climb the few steps leading 
to the entrance of the office of The 
Monroe Street Lumber Company in 
Spokane, Wash., you find the steps 
guarded, right and left, by two dog 
houses painted green, one on each side 
of the steps and immediately you think 
of doghouses and that you might need 
one at home. 

“We had requests for them from 
time to time,” explained H. O. Schu- 
macher, president. “Some one always 
wants a dog house and a lot of people 
do not want to build them or stop to 
take the time, so we put them together 
and place them out there where people 
can see them. 

“In other words, it is just another 
method of selling more lumber which 
ordinarily would not be sold, the dog 
houses remind prospects to buy a com- 
pleted dog house or else give them an 
idea of building one of their own.” 
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DEALER PREFABRICATES FARM 
BUILDINGS 


In a particularly favorable position 
to meet what promises to be the lum- 
berman’s best market this fall is the 
Atkins Lumber Co., Atkins, Iowa, 
which has in production prefabricated 
grain bins, corn cribs, and other farm 


metal bands which allow them to with- 
stand great pressure. The grain bin 
is built of four-inch quality redwood 
car siding with high quality ship lath 
on the inside. A dead air space of 
three inches between the walls stops 














A "Cor-rect" grain bin prefabricated by the Atkins Lumber Co., Atkins, lowa. The 

ventilator may be removed and the bin filled to the top. The "Cor-rect" corn crib 

is similar in shape and design, except the usual spaces are left between the boards! 
for ventilation 


buildings. Reports of enormous an- 
ticipated grain crops in all parts ot the 
country, combined with the need for 
preventing waste of any part of the 
product of the fields, means that new 
and additional storage facilities such as 
these will be in demand. 

The Atkins company erected a fac- 
tory in January 1940, two blocks from 
their lumber yard. In it they are manu- 
facturing the “Cor-rect” line of port- 
able, prefabricated farm buildings. The 
“Cor-rect” grain bins and corn cribs 
are circular affairs tied together with 


moisture and makes it possible to 
fumigate the bin. They come in six 
sizes ranging in capacity from 600 to 
3252 bushels. The ventilator can be 
removed and the bin filled to the top. 
The “Cor-rect” corn crib is said to be 
recognized as the best ventilated crib 
on the market. Capacities range from 
1000 to 1800 bushels. 

After two years of experimentation 
and sad experiences with other meth- 
ods the United States Department of 
Agriculture has finally thrown its 
weight behind the policy (long advo- 
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cated by the AMERICAN LUMBERMAN) 
of storing surplus crops on the farms 
themselves in the possession of farm- 
ers. This should further increase the 
demand for these buildings: 

The Atkins Lumber-Co. owned by 
A. G. Rinderknecht has always en- 
joyed a good farm trade, but addition 
of this line of farm buildings has in- 
creased its sales volume and income 
considerably. The line also includes 
poultry houses, hog houses and a cot- 
tage, known as the “Marvel.” The 
latter has redwood flooring and side- 
walls (high quality shorts) and is 
shipped painted on the outside. The 
standard cottage contains four rooms 
and a bath, is 18x30 feet, and can be 
erected in two days. Rooms may be 
added as the need arises and the 
finances are available. The unit is dis- 
tinctly a low cost item, yet high grade 
materials are used throughout. The 
cottage has found a ready market in 
defense areas. 

Mr. Rinderknecht prefers to sell 
these buildings through established re- 
tail channels and has been supplying 
other dealers with the units. 





Dealer Builds Storage Bin 
to Handle Big Crop 


With an eye on the fall harvest 
which appears now to be the largest 
crop in 30 years, the Potgeter Grain & 
Lumber Co., Wellsburg, Iowa is build- 
ing a 75,000 bushel grain bin as an ad- 
dition to its present storage facilities. 
“T am going to build this while I can 
get the lumber,” said George Potgeter, 
one of the two brothers who operate 
the firm. “Without additional storage 


space a lot of grain would go to waste, 
and that would a crime in these times 
when food is so badly needed.” 





George Potgeter standing beside 75,000 
bushel grain bin being built by his firm 
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Trucks Specially Designed and 
Painted to Advertise Yard 


Potlatch Yards, Inc., Spokane, 
Wash., have completely overhauled all 
of their trucks to conform to a uniform 
set up. Suitable advertising is used 
on the door with the name and address 


7 r 


on the panel board. All trucks are 
exactly alike, painted ‘Potlatch’ green 
in keeping with the yard. 

“We consider our trucks splendid 
moving advertisements,” explained 
\V. C. Waugh, manager. ‘We believe 
that trucks and rolling equipment are 
of more value than other types of 
advertising. Advertising on trucks is 
more permanent. You can spend $300 
fixing up a truck and it lasts longer 
than $300 worth of newspaper adver- 
tising.”” 





Pictures Help to Keep 
Contractor Customers 


Step into the office of The Gallant 
Lumber & Coal Company in Toledo, 
Ohio, and you will find a gallery of 
pictures hanging on the walls, of vari- 
ous types of houses built by local con- 
tractors, with their names shown and 
the prices of the houses which are, 
chiefly, homes in the five and six thou- 
sand dollar class. 

One day, T. A. Miller, general man- 
ager, discovered that these building 
contractors that built these houses liked 
to have pictures of the homes they 
built, so the company now takes a 
picture and presents the contractor 
with a duplicate for his own file. 

Thus the contractor can have an 
album of homes he has built which he 





can take out and show to the prospect 
and he can say that they are all his 
houses, “I built all these homes my- 
self.” 

The cost of having this done is negli- 
gible considering the value they have 
in more ways than one. The Gallant 
lLumber Company has them tacked up 


Left: One of the 
specially designed 
trucks Potlatch 
Yards, Inc., Spo- 
kane, Wash., is 
using to advertise 
the company 


in the lobby of the office for other 
people to look at when they come in; 
the contractors feel honored when they 
come in and see their houses on 
exhibit ; and the pictures the company 
gives the contractor helps him sell 
more homes. 


Builds Forty Homes and Plans 
More for 320 Acre Tract 


CHEYENNE, Wyo., Aug. 18.—Forty 
modern homes already have been con- 
structed in Orchard Valley, a 320-acre 
tract a mile and a half southwest of this 
city, which is being developed by the 
Black Lumber Co. A number of addi- 
tional homes are being planned for the 
near future. There is room for 400 
homes in the development area, and 
plans already have been made for con- 
struction of tennis courts, a baseball 
diamond and a playground for chil- 
dren, Extensive landscaping is also in 
prospect. 

The Black Lumber Co., founded by 
Palmer J. Black, is directed now by 
the pioneers’ sons, C. A. Black and 
Norman Black. Norman is president 
of the company, while C. A. Black is 
secretary-treasurer. The late Palmer 
Black came to Cheyenne in 1882 and 
began work as a carpenter. Later that 
year he organized a contracting and 
building business in which he was ac- 
tive until 1896. That year he pur- 
chased a lumber company, from which 
the present organization got its start. 
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To give home customers a definite idea of how their proposed 
home will look when completed the Halleck & Howard Lumber 
Co., Denver, Colo., prepared a special presentation which shows 
a simple floor plan and an attractive front elevation in full color. 
Sometimes a perspective in color is substituted. It is more satis- 
factory from the customers’ point of view than is a blueprint. One 
of these drawings is reproduced here. 
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High Grade Lumber Used In 
Glider Construction 


The highest quality, straight-grained 
lumber is being used by the Frankfort 
Sailplane Co., Joliet, Ill. in the con- 
struction of an ever increasing number 
of gliders. 

Motorless 
creasing favor with air-minded men 


planes are gaining in- 


everywhere: especially since their suc- 
Nazi forces at Crete. 
Some feel that the U. S. Government 
should in a large number of 
these comparatively inexpensive craft 
for pilot training purposes. 


cessful use | Vv 


invest 


It is said 
that pilots who learn the principles of 
Hight in unpowered machines become 
acutely sensitive to the effects of air 
currents and thermals. 

\ccording to Comm. I. F. MeDon- 
ald, IJr.. president of Zenith Radio 
Corp., and a glider enthusiast, the first 
need of the army is not for transport 
gliders but for training gliders and men 
to prepare in them for power flight. 








The Frankfort Sailplane Co, manu- 
factures these devices from blueprints 
and materials to the finished 
product. Although the fuselage is 
principally of metal tube construction, 
wing skeletons are entirely of wood. 

Sitka spruce meeting Army speci- 
fications (No, 82-2-13 Amend. 1) is 
cut into ribs and glued to form a scien- 
tifically planned labyrinth of braces 
and spars which becomes a wing cap- 


raw 


able of supporting the weight of plane 
and passengers and withstanding the 
twists and shocks of flight. Birch ply- 
wood (3 ply, 1/16 inch) is used to 
cover the framework of the leading 
part of the wing. Three-ply mahogany 
plywood goes on ailerons. [ach glider 
contains 85 board feet of lumber. 

The little plant first employed but 
three workers; now its staff numbers 
45. They are looking forward to the 
time when their production will reach 
one plane a day. Orders now on the 
books will absorb all the ships they can 
build for some months to come. A 
two place model sells for $1275, one 
for a single passenger is listed at 
$1175. 

Several of the Frankfort company 
planes are in use at the Lewis School 
of Aeronautics, Lockport, Ill. The ac- 
companying photos were taken at this 
field. 





Notes on Promotion—Ridding the 
Town of Calalogs 


To rid their community of mail or- 
der catalogs—temporarily at least— 
merchants in one town offered prizes 
for each catalog brought to town. The 
catalogs were piled on an empty lot, 
soaked with kerosene and oil and then 
a public burning followed. 


Above left: Motor-driven winch launching glider. Below: Glider ready for take-off 
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Offers Free Detail Sheets 
for Knotty Built-ins 


PoRTLAND, Ore., Aug. 19.—The 
Western Pine Association is offering 
retailers, builders and others interested, 
new detail sheets on a knotty pine re- 
cess bar (DS-4+), bunk bedroom (DS- 
1), pine paneled staircase (DS-2) and 
modern Welsh dresser (built-in) (DS- 
3) to meet the demand for this type 
of construction, currently very popu- 
lar. One of the most attractive built-in 
bars seen in a long time is the hide- 
away bar built of knotty Idaho white 
pine in a private office in Seattle, 
Wash. By placing the paneled wall out 
a short distance from the wall of the 
building, sufficient space was provided 
for the built-in bar as well as for a 
storage closet at each end. The knotty 
pine paneling around the bar is in 
western pine pattern KP 20, with a 
knotty insert strip KM 14 (Chatham ) 
hetween each paneling board. A clear 
Rez treatment was used on the panel- 
ing and woodwork so as to retain the 
natural beauty and light color of Idaho 
white pine. Single copies of these 
sheets may be obtained free from the 
Western Pine Association, 510 Yeon 
Building, Portland. 





Rental of Ladders Helps to 
Bring Customers to This Yard 


As you stand in front of the counter 
of The Wisconsin Lumber and Supply 
Company in Milwaukee, Wis., 
read a display sign, “Ladders for Rent, 
50c¢ per day and up.” 

Having 


you 


been in the roofing and 
siding application business during the 
depression days, they had a lot of 
ladders on hand. “Our customers used 
to come in and ask us to lend them a 
ladder to put up screens or take down 
storm sash, ete.,” explained Elmer F. 
budzien, secretary. 

“We finally decided that it would 
be worth fifty cents a day for the use 
of the ladder, because when we did 
not make any charge customers would 
keep them as long as ten days. The 
ladders are usually called for by the 
borrower and returned by him, but 
when we are asked to deliver them we 
charge seventy-five cents per set per 
day. We have ladders for rent up to 
the thirty-six to forty-eight foot exten- 
sion ladders.” 
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Higher Farm Standards 

(Continued from page 23) 
and rural telephones have done more 
to end the old isolation and loneliness 
of country life than has any other 
equipment; standing ahead even of 
motor cars and rural mail delivery. 
The next six items, in order of their 
popularity, are laundry irons, washing 
machines, refrigerators, toasters, va- 
cuum cleaners and hot plates. The 
eighth item, which may or may not be 
considered a household appliance, is 
a cream separator. 

This survey high-lights an important 
change in country life. As the Register 
points out, it means an interest not 
only in reduced labor and greater 
efficiency but also in happier living. 

Not so many years ago farmers 
looked forward to a narrow and labo- 
rious life as the price they must pay 
for a few years of pleasant idleness in 
town retirement. But too often, when 
they tried it, this retirement was any- 
thing but pleasant. More and more 
farmers now intend, when the time 
comes, to retire on their farms. They 
look upon farming as a way of life as 
well as a way of making money. Every 
day is their day; a day in which they 
plan to get satisfaction and comfort as 
they go along. Measured in this way, 
the household items listed above do not 
mean that farm women have won an 
imaginary war between the sexes. Of 
course these items make women’s work 
easier; but they also make life more 
satisfying for the entire family. 

The bearing this has upon a lumber- 
man’s country markets is obvious. 

These same factors have a_ bearing 
upon tenantry. 

There was a time when a farm boy 
planned to work a few years as a hired 
hand to get the capital needed to start 
renting. Then he rented a few years 
to get the money for a down payment 
on a farm of his own. In theory this 
is an excellent plan; part of the Ameri- 
can way. But in practice it isn’t so 
easy to buy a farm; and as a result 
many competent farmers continue as 
renters. It is not necessarily true that 
a farmer who rents for twenty years 
is no good. Many tenant farmers— 
not all, of course, but many of them— 
are State-College educated and are 
master farmers. These are the men 
who make money for themselves and 
for the landlord. But they, too, plan 
to live as they go along. They gravi- 
tate naturally to good farms that are 
well equipped. 


The old-time landlord who took 
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every possible immediate dollar out of 
his acres and put nothing back found 
himself going around a vicious circle. 
The more he followed this practice the 
less profitable his plant became, and 
the less able he was to attract or keep 
competent tenants. but there is an- 
other type of landlord. He, too, wants 
to make money out of his acres; wants 
able renters as well as fertile land ; and 


to get these renters and to keep them 
he furnishes the living and working 
equipment necessary. His success is 
no longer a theory. It is being proved 
out on thousands of farms. Tenantry 
is a bad policy only when it is badly 
worked out. 

The bearing this has upon lumber- 
men’s country markets is also quite 
obvious. 


Profits from Farm Service Buildings 


To keep his men busy during the 
slack periods of the year, especially 
during the winter season, O. H. Keller 
of O. H. Keller Lumber Yard, Wina- 
mac, Indiana, produces brooder houses, 
self-feeding troughs, and other small 
service buildings that are used on the 
farm. Shorts and misfits can be used in 
the construction of these structures, 
and by doing this, a large amount of 





One of the three 
sizes of brooder 
houses fabricated 
by O. H. Keller 
Lumber Yard at 
Winamac, Indiana 


lumber that would otherwise be waste 
material is utilized. 

The brooder house, which is illus- 
trated, is made in three sizes: 10 by 
12 ft., 10 by 14 ft., and 10 by 16 ft., 
selling for, respectively, 90, 100, and 
110 dollars. This is a well insulated, 
well ventilated structure that contains 
the best lumber. Construction is 
sturdy, with reinforced rafters and 
heavy framing members. These brood- 


ers are mounted on skids for porta- 
bility. 

During off seasons, when a reserve 
stock is being built up, a long line of 
the brooders, and other farm service 
buildings, is on display in front of the 
yard. In cooperation with another lo- 
cal merchant who sells brooder stoves, 
Mr. Keller installs a stove in one of the 
brooder houses, and thus prospective 


The self - feeding 
trough which is 
shown here is an- 
other type of 
building made by 
this company 





customers are able to get an idea of 
what the conditions in the brooder 


really are. Incidentally, Winamac is 
situated in the heart of one of the larg- 
est chicken raising sections of the 
country. 

The company’s mill is equipped to 
do many types of millwork, and having 
this equipment is able to—and does 
turn out a volume of other work be- 
sides small farm service buildings. 
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J. M. BROWN, W. E. GRIFFEEFK, 
Spokane, Wash.; 
President 


Portland, Ore.; 
Statistical Report 


SAN Francisco, Cauir., Aug. 14.—Travel- 
ing hundreds of miles, busy lumbermen 
from the inter-mountain territory extending 
from Canada on the north to Mexico on 
the south came to San Francisco today for 
the semi-annual meeting of the Western 
Pine Association. 

By train, by automobile, and by airplane 
they rolled in, many accompanied by their 
wives who grasped the opportunity to visit 
the shops and numerous interesting spots of 
this alluring city. And be it realized that 
this is one of those rare phenomena, a year 
of general lumber industry prosperity. 

With all their gaiety these lumbermen 
knowingly faced many problems and_ they 
were here to work seriously. Officers, com- 
mittees, Secretary-manager S. V. Fullaway, 
Jr., and other members of the staff labored 
diligently during the preceding day to round 
out the reports and recommendations for 
the general meeting today. 

President J. M. Brown opened the meet- 
ing with two simple statements. — First, 
“Above everything else we are going to keep 
all our activities within the confines of our 
recent consent decree. 

“These are trying and troublesome times, 
presenting many problems to keep our asso- 
ciation very busy.” 


Association Problems 


Among these problems is a serious short- 
age of box lumber facing the industry for 
the balance of this year; confusion brought 
about by lack of coordination in various 
government buying agencies, which adds to 
difficulties in meeting requirements for the 
Defense program; lack of public understand- 
ing in regard to operations of the lumber 
industry ; forest service aims to control lum- 
ber industry, and the dislocation of trans- 
portation facilities in shifting markets. 

Two highlights of the program were the 
Trade Promotion show put on by AI Glas- 
sow, chairman of the Trade Promotion com- 
mittee and his all star cast of committee 
members, staff members, and advertising 
council. The stage setting was under the 
big canopy in the beautiful Rose Bowl of 
the Palace Hotel. Mr. Glassow and his 
troupe each faced the microphone on a long 
table decorated with pine boughs set up for 
this panel discussion which gave the asso- 
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Western Pine Group Prepares to 
Meet Defense Emergencies 


Transportation, Production, Consent Decree and Public 
Relations Are Among Problems to be Faced 


ciation members a comprehensive view of 
the entire association trade promotion pro- 
gram. 


Better Understanding of Industry 


Another feature of the day was the mas- 
terful presentation by I. N. Tate, St. Paul, 
Minn., of the national lumber industry’s 
need for a public relations program to edu- 
cate the people to a better understanding of 
this industry. 

Mr. Tate brought a message from I. K. 
Weyerhaeuser stressing the importance of 
this movement. Mr. Weyerhaeuser had in- 
tended to be present at the meeting but was 
unable to get out to the Coast. 

Mr. Tate spoke of the misunderstanding 
that exists among the people of the United 
States regarding operations in the lumber 
industry, and the methods used by timber 
owners in harvesting their crops. There are 
numerous people who do not believe in in- 
dividual enterprise. They influence public 
opinion. The American way of life is en- 
dangered from within. Many people believe 


TRUMAN COLLINS, 
Portland, Ore.; 3end, Qre.; 
Treasurer Trade Promotion 


A. J. GLASSOW, 


it is time our industry do something about it. 

Said Mr. Tate, “We come back to the 
voice of the people. An intelligent public 
opinion means a public that knows the facts.” 


Progress in Forest Management 


Mr. Tate pointed out that the industry has 
progressed to such a large extent in re- 
forestation and better forest management, 
improving its products and methods, that it 
has a fine story to tell. The industry needs 
more market for its trees, more products 
such as pulp, plastics, etc., to be developed 
in order to make it worth while to raise 
more trees. The public must know that it 
is not a crime to cut a tree when that tree 
is ripe. 





Mr. Tate urged support for the committee 
of lumbermen representing the industry of 
which F. Kk. Weyerhaeuser is chairman and 
which hopes to raise $300,000 for this pub- 
lic relations work. He stated the work will 
not be administered by the National Lum- 
ber Manufacturers’ Association, but by a 
small committee of lumbermen representing 
various parts and regions within the in- 
dustry. 

Mr. Tate sold the Western Piners, and 
they voted to support the movement from 
their treasury by a fund equal to 26 percent 
of the total fund supplied by the principal 
producing regions. 

That the association affairs were in fine 
shape was demonstrated by report of its 
treasurer, Truman Collins, showing that 
this year’s income is running about 20 per- 
cent above the association budget of ex- 
penses. However, the management has been 
keeping within the budget, and it is believed 
that any surplus accumulated will be useful 
for emergency expenses. 

W. E. Griffee, speaking of the statistical 
situation of the industry, said the situation 
was much different than it had heen for 
many years. Shipments are only limited by 
the ability to produce. 

As an indication that the Western Pine as 
a group are more than holding their own 
in relation to the entire softwood position, 
Mr. Griffee said Western Pine shipments 
at present represent 22 percent of the total 
softwood shipments while during the 1920's 
the Western Pine’s share of total business 
was 16 to 17 percent. 


Review Market Potentialities 

In regard to market potentialities he 
pointed out that Defense buying, except for 
cantonments, is and will continue on the in- 
crease. He also pointed out that more dwell- 
ings are being built this year than was the 
case last year. 

Some metal parts shortages for residence 
building are already developing, but no im- 
portant shortages are anticipated in basic 
building materials, such as lumber, bricks, 
cement, etc. 

For the first six months of this year West- 
ern Pine shipments were 23 percent greater 
than the same period last year. It is pre 
dicted 1941 shipments will be close to 6 bil- 
lion feet for the Western Pine area—a new 
all time record. Stocks are lower than last 
year. High rate of production will un 
doubtedly be maintained unless shortages of 
equipment interfere. 

W. S. Johnson of the American Box Corp. 
of Calif., San Francisco, brought to the pine 
lumbermen the importance of box lumber 
supply. 

He pointed out that the United States De 
fense program must be supported. It takes 
food to feed an army and also the Defense 
workers. In the past lumbermen have spent 
money to increase markets for wooden boxes, 





n 
(| 
1 


is 


n, 
ts 
al 
Ys 


SS 


Or 
n- 
l|- 


he 


ice 


ine 
bel 


kes 
nse 
ent 


ces, 





tugust 23, 1941 








LN. PATE, S. V. FULLAWAY, JR., 


St. Paul, Minn.; Portland, Ore.; 


Public Relations Secy.-Mer. 


and now the great demand from the build- 
ing program has cut the supply of box lum- 
ber to a dangerous point. The demand for 
hox shooks has increased 15 percent and 
the supply of box lumber has decreased 10 
percent over last year. This is a disparity 
of 25 percent. Among other items he men- 
tioned the government purchasing of large 
supplies of dried fruit, and its require- 
ments for large additional amounts of wooden 
boxes at this time. Mr. Johnson urged the 
lumbermen to work out this problem rather 
than to face government priorities and con- 
trol. 


Reports of Standing Committees 


Reports and recommendations of the vari- 
ous standing committees were made by their 
chairmen as follows: statistical committee, 
Jack Root, Bonner, Montana, chairman; 
erading committee, W. E. Lamm, Modoc 
Point, Ore., chairman; traffic committee, A. 
J. Voye, Klamath Falls, Ore., chairman; re- 
search committee, Jud White, Weed, Calif., 
chairman; promotion committee A. J. Glas- 
sow, Bend, Ore., chairman; economics com- 
mittee, J. M. Brown, Spokane, Wash., chair- 
man. 

Recommendations approved by the board 
of directors included compiling and pub- 
lishing annual summary of weekly price re- 
ports, continuation of program of the re- 
search department, including further studies 
of the gluing of knots as developed by J. 
Neils Lumber Co., Klickitat, Wash. The 
secretary-manager was authorized to employ 
one or two additional foresters as assistants 
to Stuart Moir, forest engineer of the West- 
ern Pine Association. 

Distribution of copies of “Canned Heat” a 
published address dealing with the subject 
of forest service propaganda by C. L. Bill- 
ings of Lewiston, Idaho, was authorized. 

Acquisition of a building of its own in 
Washington, D. C., by the National Lum- 
ber Manufacturers’ Association was disap- 
proved. 

Secy.-mgr. S. V. Fullaway was author- 
ized to invest up to $100,000.00 of associa- 
tion funds in Government Defense bonds. 

J. M. Brown, president of the association, 
Was in receipt of two telegrams, one a joint 
telegram from Don Nelson of OPM and 
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Leon Henderson of OPACS, which urged 
the pine manufacturers to do all possible to 
increase production of the industry during 
this defense emergency, and promising co- 
operation in securing supplies. 

The second telegram was from Thurman 
Arnold, U. S. Department of Justice, stat- 
ing that the OPM and the OPACS had in- 
formed him of their wire request, and urging 
that this plea be met with the full coopera- 
tion of all the lumbermen. 

These wires were read to the assembled 
lumbermen, but aroused little discussion and 
no action was taken regarding them. The 
lumbermen are individually and whole- 
heartedly interested in doing whatever they 
can to be of assistance in the Defense pro- 
gram, but they are operating under an 
agreement on rules laid down by a consent 
decree consummated within the last few 
months under which any real or implied co- 
operation which might have any influence 
on production would, as they view it, put 
them in contempt of court. 

As pointed out by Trafic Chairman Voye, 
railroad traffic is increasing by leaps and 
bounds, and it may very well be that a car 
shortage will develop this fall. Shippers are 
urged to aid by prompt loading and by rout- 
ing over shortest routes for quickest delivery. 


Interesting Trade Promotion Show 


At the trade promotion show A. J. Glas- 
sow, chairman of the committee, acted as 














JUD WHITE, W. E. LAMM, 


Weed, Calif.; Modoc Point, Ore.; 
Research Committee Grading Committee 


moderator with the panel of experts con- 
sisting of George Holden, Spokane; W. F. 
Baird, Camino, Calif.; W. B. Laughead, 
Westwood, Calif.; Homer Jamison, Fresno, 
Calif., all members of the trade promotion 
committee; N. L. Cary, Leon Stoddard, S. 
V. Fullaway, Jr., all staff members of the as- 
sociation offices in Portland; J. W. Sherar, 
A. A. Peterson, association field men, and 
A. H. Dewees and Carl Eastman, of N. W. 
Ayer & Son (Inc.), advertising counsellors, 
San Francisco, Calif. 

These experts played their part in bring- 
ing out the activities of this important phase 
of the association’s work by answering the 
questions propounded to them by the mod- 
erator. 





Different Phases of Association Work 


For instance, it was developed that this 
was a working committee and that it has 
administration of an expenditure of $200,000 
annually. Its different activities were laid 
before the membership in an _ impressive 
fashion. The work of the field men was 
minutely described and analyzed, as was the 
development of association literature. Visual 
advertising, space advertising, and the vari- 
ous results were closely analyzed through 
surveys and otherwise. Not only is the 
quantity of inquiries checked but they are 
also measured for quality. 

Chairman Glassow summarized the asso- 
ciation’s program as more consistent than 
that of any other lumber group. It has fol- 
lowed conservative but well proven tactics 
for the past five years. Mr. Glassow spoke 
the opinion of the whole association when 
he said the trade promotion department had 
done a good job for five years, and can do 
a bigger and better job in the future because 
of the foundation they have laid and the ex- 
perience they have gained. 





Booklet Interprets Forestry 
Laws of Oregon-Washington 


SEATTLE, WaAsH., Aug. 15.—A_ pocket 
manual on forest laws and practice for the 
Douglas fir region has been published by the 
joint committee on forest conservation. The 
booklet is concisely written in non-technical 
language, and has a preface by Willard 
Evenson, president Pacific Northwest Log- 
gers’ Association, which is distributing the 
booklet, and C. Wagner, president of the 
West Coast Lumbermen’s Association. Ore- 
gon and Washington laws are clearly in- 
terpreted. 





Buys 16 Million Feet Timber 


SANDPOINT, IDAHO, Aug. 16.—The L. D. 
McFarland Co. of Sandpoint has purchased 
at State auction for $184,370, sixteen mil- 
lion feet of white pine timber and 24,000 
cedar poles located near Priest River. Mc- 
Farland’s bid was $10 a thousand for the 
white pine and 95 cents each for the cedar 
poles. 





Lumber Carrier Users Report 
Savings 


For 1% years a number of mills have been 
using Foshee lumber carriers developed and 
marketed by the Foshee Lumber Co., Mont- 
gomery, Ala. They have reported that in 
five minutes 2000 feet of lumber can be picked 
up, hauled 100 yards and deposited, with the 
carrier. The driver need not leave his seat. 
The device has been found to pack roads, 
rather than to cut them. 

The Foshee carrier is a two-wheeled unit 
hauled by any standard industrial tractor. 
The power take-off on the tractor supplies 
the energy to elevate a load of lumber as a 
unit for transporting it. Savings are reported 
because the carrier is tied up only when haul- 
ing a load, and because drivers can usually 
be eliminated. 
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WasHinctox, D. C.. Aug. 18.—All the 
emphasis these days is on Defense housing 
and on the practical, down-to-earth aspects 
of home repairs, says the FHA, in an- 
nouncing a new repair campaign for this 
fall by the building industry, financial in- 
stitutions, and FHA, to be confined exclu- 
sively to Defense areas. Articles and ad- 
vertisements in newspapers and magazines, 
announcements over radio stations, window 
and transportation posters, local demonstra- 
tions, booklets, and other means of public 
education are being made ready throughout 
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the nation. Brand new pro- 
visions of FHA’s property 
repair (Title 1) plan will 
back up the new drive with 
proper financing facilities. 


A REMODELING 
SHORT-CUT TO 
DEFENSE HOUSING 


“This effort of the build- 
ing and allied industries to 
do the big job of housing 
workers in our Defense in- 
dustries finds the machinery 
already organized and run- 
ning efhciently—t hanks to 
seven years’ experience in a 
nationwide program of en- 
couraging constructive home 
improvements,” said FHA 
Administrator Abner H. Fer- 
guson, in commenting on 
plans for the campaign, the 
object of which is to convert old houses into 
multiple - family dwellings or rooming = or 
boarding residences. Needed housing, it is 
believed, can be supplied quickly and eco- 
nomically from large well - located homes 
which are not being fully used. This is de- 
scribed as a sensible “short cut” to addi- 
tional Defense housing. Organizers of the 
1941 drive are also aware that there is 
no economy in allowing homes to go to 
pieces through neglect during the present 
period of emergency. 

The new program will make strong use 
of the slogan “Defense calls for 
Home Repairs.” Builders, contrac- 
tors, financial institutions, material 
manufacturers, dealers, and others 
will co-operate to spread this theme 
from coast to coast through na- 
tional and local advertising. All 
who participate will be entitled to 
educational material supplied by 
FHA without charge. This mate- 
rial includes : 


PROMOTIONAL MATERIAL 
IS FREE TO DEALERS 


A new emblem featuring the 
slogan “Repair for Defense” sup- 
plied by FHA in mat form to 
newspapers for use in advertise- 
ments of building material deal- 
ers, Cte. 

Window sticker, featuring the 
same emblem, attractively printed 
in color ; approximately 12x12 inch. 

New window displays, No. 6: 
A colorful 68x16-inch streamer and 
60x16-inch vertical side pieces, in 
red, white, blue, and gray, with 
one-sheet poster in same colors. 

Billboard poster—a colorful “24 
sheet” bearing the slogan “Defense 
Calls for Home Repairs.” 

A new series of newspaper ad- 
vertisements. FHA will supply 
copy themes and mats of illustra- 
tions to newspapers on request. 

“Dealer Guide.” A manual of 
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FHA Launches Remodeling 
Drive for Defense Areas 


information on the new Title I provisions 
and an outline of the program. 

A new printed folder, “Remodeling De- 
manded by Defense Housing Program” 
(FHA Form No. 818), prepared for deal- 
ers and contractors and giving a picture of 
present opportunities. 

Folder, envelope size, “Defense Calls for 
Home Repairs” (orm 810). 

Revised folder for dealers and general 
public. The FHA publication, “Improve- 
ments Eligible for Financing with FHA- 
Insured Loans” (Form FHA 145), has been 





Above, left—''Repair for Defense" em- 
blem, available as window sticker and 
in mats. Below, left—Envelope-size 
folder, Form 810. Below, right—New 
repair poster for window displays 





revised and re-issued with the new Title | 
terms. It answers specific questions as_ to 
what type of improvements may be made, 
terms available etc. 

Motion Picture —“We Americans,” a 
Technicolor short starring Irank Craven. 
Newspaper ad suggestions, designed for 
dealer “tie in” to the film, are available. 

Radio dialogues. The FHA will supply 
a series of twelve 5-minute dramatic radio 
dialogues in electrical transcriptions that 
may be sponsored by local advertisers inter- 
ested in selling home repairs. 

Requests for booklets, window display 
material, dealer helps, etc., should be ad- 
dressed to the Division of Education, Federal 
Housing Administration, Washington, D. C. 
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Homes Wanted --Building Handicapped 


Rents Advance in June 


MINNEAPOLIS, Minn., Aug. 18.—Mr. and 
Mrs. American Public during June, 1941 had 
the highest “real income” in their lives—$1.33 
againast $1 in June, 1940, according to In- 
vestors Syndicate, which says that “expand- 
ing ‘real income’, or the buying power of the 
average American family, is probably the 
strongest single force influencing the price 
situation today. This pressure upon the 
supply of goods, coupled with the limitations 
imposed upon supply sources by Defense 
needs, naturally fosters the price increases 
being fought by business associations and 
the Office of Price Administration and 
Civilian Supply. 

“Cash income, from all sources, during 
June was flowing to consumers at the rate 
of $1.38 to match every dollar going to them 
in the preceding June, in contrast with the 
price increases that so far only make it neces- 
sary for the consumer to spend $1.04 to get 
what the June, 1940 dollar would buy. With 
employment at record high levels and over- 
time payments increasingly wide-spread, as a 
shortage of skilled workers in Defense and 
allied industries becomes more pronounced, 
wage payments are the highest in the na- 
tion’s history. Pay envelopes of wage earn- 
ers during June, 1941, contained $1.55 for 
every $1 in June, 1940. In June, 1941 sal- 
ary checks were written for $1.25 against $1 
in June, 1940. 

“Rents in June, 1941, were up for the sec- 
ond time this year. They were $1.02 compared 
with $1 in June, 1940, These figures are an 
average of national shelter costs. Where 
Defense orders have attracted crowds of peo- 
ple into a new or small city with inadequate 
housing, all sorts of prices are being obtained 
for apartments, cottages, houses and trailers.” 





Adjustments in Building Set- 
Up May Keep Industry 
Active 


Wasuincton, D. C., Aug. 16—With the 
demand for new homes steadily rising and 
restrictions on some building materials 
already in effect, the building industry faces 
an immedate challenge to adjust itself to 
emergency conditions if the high volume of 
home construction is to be maintained, de- 
clare Federal analysts in the August issue of 
the Federal Home Loan Bank Review, which 
discusses the effects of the Defense program 
on prospects for residential construction. The 
adoption of simple designs, new types of ma- 
terials and new building methods, as well as 
further concentration on low priced houses, 
are required. 

“The job before all elements of the build- 
ing industry is stupendous and will require a 
great deal of planning and co-operation in 
addition to radical changes in local building 
codes, labor practices, and construction stand- 
ards set by home-mortgage lenders,” says the 
Review. “In the end, however, the success 
of these adjustments will depend upon the 
consumers’ acceptance of new standards 
which, although forced by the emergency, 
may in many instances involve no impair- 
ment in the utility of homes. 


“All signs point toward further expansion 
of home building. A rapid increase in the 
marriage rate, rising employment and _ in- 
comes, and resumed population movements 
from farm to city create housing demands 
of the first order, and, for the country as a 
whole, any possible unfavorable effects of 
emigration from non-Defense areas are more 
than offset by the concentrated needs in De- 
fense localities. The imminent cut in the 
production of automobiles and other com- 
modities may even release a greater purchas- 
ing power for residences, both new and old. 

“The demand for materials and labor has 
been multiplied by Army, Navy and factory 
construction but more serious perhaps is the 
fact that armament needs require the pro- 
hibition or rationing of some materials used 
in residential bulding. 

“The supply of the basic structural ma- 
terials going into the typical 1- or 2-family 
house is sufficient, it is estimated, but short- 
ages are noted in materials used in the equip- 





REVISED FHA REGULATIONS 
ON TITLE | ISSUED 


The FHA has issued revised 
Regulations under Title |, for Class 
1, 2 and 3 loans. In pamphlet 
form, these will soon be available 
for distribution to dealers through 
district offices of the FHA, to 
which requests for copies should 


be sent. 











ment of a modern home, mainly for heating 
and plumbing. 

“The official announcement on the intro- 
duction of priorities for building materials 
indicated that priority assistance will gener- 
ally be given only in especially dsignated 
Defense areas of Defense industries, and then 
only for houses selling for $6,000 or less, not 
including land (or, in the case of rental proj- 
ects, for units renting at $50 per month or 
less). Another requirement is that the ac- 
commodations are suitable for Defense work- 
ers, and that builders give reasonable pref- 
erence in occupancy to them. 

“The establishment of priorities will event- 
ually result in the elimination—as far as 
possible—of each of the following basic 
metals: aluminum, brass, bronze, copper, 
chromium, zinc and all types of metal alloys. 
The use of cork, as an insulating material, 
will be greatly restricted. In addition, the 
conservative use of plywoods, steel and gal- 
vanized and cast iron is earnestly 
recommended.” 

Among specific examples of adjustments 
which can be made to save strategic materials 
cited by the Review are: Installation of 
storm windows and doors instead of weather- 
stripping. The use of plastics for doorknobs 
and drawer pulls. 





Rise in Payrolls Being Saved 
for Homebuilding 


“An important key to the step-up in sav- 
ings and loan association receipts has been 
the rapid rise in the income of wage-earn- 
ers, who constitute so large a part of the 
members of these institutions, and the com- 
paratively small rise in the cost of their ne- 
cessities of life during the same _ period,” 
said Paul Endicott, president United States 
Savings & Loan League. “The past six 
months to a year have been the easiest pe- 
riod in which to save money in the past 
decade.” Mr. Endicott pointed out that fa- 
cility for much larger volume of saving is 
likely to result from the presently discussed 
price control program. With no ceiling 
being placed on wages, and legislation being 
devised to keep prices of all living necessi- 
ties within bounds, he expects to see the 
greatest volume of dollars saved up which 
this generation has witnessed, and cited the 
discrepancies between the rises in cost of 
living and in earnings of workers which 
are already making saving easy. “Using 
1923-25 as 100 in the index, we find from 
the Governmental statistical agencies that 
the income of factory workers went up nine 
points between the spring of 1940 and that 
of 1941,” he said. ‘Meanwhile, the Na- 
tional Industrial Conference Board's figures 
on the cost of living of wage-earning fami- 
lies show a rise of only 3.7 percent between 
June, 1940 and June, 1941.” 





Remodeling May Avoid 
Building of ''Ghost'' 
Towns 


With demand for new housing being 
pushed up by the rise of national income 
occasioned by the Defense program, and by 
the 20 percent increase in marriages which 
has marked the past year, the National As- 
sociation of Real Estate Boards, Chicago, 
urges that in all Defense areas every encour- 
agement be given to production of housing 
of the type, and in the localities suitable for 
Defense workers. President W. Kiskern, 
Philadelphia, predicted a great new wave of 
activity over the country in the recondition- 
ing of existing houses and multi-family 
dwellings for Defense needs, aided by recent 
changes in Title I of FHA which increase 
the size of loan for such purpose which is 
insurable under this title, and extend the 
term permissible for over-$2,500 loans. Re- 
habilitating and _ reconditioning, especially 
where it is carried on_ simultaneously 
throughout a neighborhood, is action that 
the association has repeatedly pointed out 
would save costs in the production of emer- 
gency housing, both in material and time. 
Further it would minimize the difficulty of 
urban readjustment and the likelihood of 
“ghost” towns in the post-emergency period. 
Mr. Kiskern is president of the First Mort- 
gage Corp. of Philadelphia, and a member of 
the War Department’s new Advisory Council 
on real estate. 
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"Weeds" In-and-Out Con- 


tractor 

Los ANGELEs, Catir., Aug. 18.—An 
amendment to the California Contractors’ 
License Law is already weeding out so- 
called “in-and-out” contractors. Allen Miller, 
of Los Angeles, registrar of contractors and 
executive officer of the Contractors’ State Li- 
3oard, explained that if a contractor 
did not hold a license by virtue of an exam- 
ination of the type now required, he must 
not only take a written examination, but also 
agree to an investigation if he has a past 
record indicating a bad reputation for hon- 
esty. Issuance of new license requires about 
fifteen days. A contractor who had not re- 
newed his license before the deadline, is pre- 
vented from collecting for work performed 


cense 
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as a contractor after June 30. The law still 
provides disciplinary measures for a con- 
tractor who knowingly enters into a con- 
tract with an unlicensed contractor. Mr. 
Miller is of the opinion that the new amend- 
ment will stabilize the industry. 





Chicago and Suburbs Report 
Biggest Month of ‘41 


Over fifteen and a half million dollars’ 
worth of new building was begun in July in 
the Chicago region, compared with thirteen 
million in July, 1940, says Bell Savings & 
Loan Association. Chicago accounted for 
$7,390,000, and eighty-seven suburban towns, 
for $8,245,000. This unusual showing re- 
sulted from the fact that there were some 


Must Organize to Protect American Way 
in Home Owning 


By Paul Endicott,* President 
United States Savings & Loan League 


It is common talk today that we are going 
to live in a different world after the war. 
Therefore, suppose we take a look at the 
present and the future of building as an in- 
dustry composed of the many small, inde- 
pendent units which now characterize it, of 
the men who relish this job of selling, and 
of creating homes. That kind of a building 
industry depends on the continued domina- 
tion of the housing field by private enter- 
prise. The big 400- to 500-unit Government 
housing project doesn’t do much to increase 
the business of the material dealers in the 
community in which it is built. After all, dur- 
ing the seventeen months between January 
1, 1940 and May 1, 1941, we have seen pri- 
vate enterprise put up new shelter for 599,302 
families, while public construction accounted 
for less than a seventh of that number. Pub- 
lic housing has not been sufficient in most 
localities these last few years to make itself 
felt seriously by the community builder. 


Advocates of Post-War Public Hous- 
ing Are Persistent 

But there is a real reason why we should 
think more about this today. Some influen- 
tial and persistent people are planning a dif- 
ferent situation after the war. Building 
these new residential units for people to buy 
and Occupy as owners isn’t very prominent 
in their thinking. Already the enthusiasts 
about public housing feel that the middle 
third of the population, middle as to income 
and standard of living, that is, will have to 
be housed at least part by public construc- 
tion. They are planning a giant housing 
program which will be embodied in multi- 
unit affairs, which means materials ordered 
in large quantities from central sources, and 
building directed from Washington even if 
by way of the local housing authority. If 
this program is actually let loose on the 
country, the builder and the building mate- 
rials merchant will really find that the world 
is mighty different after the war. 

This doesn’t have to happen. It does seem 

*Mr. Endicott is president of the $8,000,000 
Home-Builders’ Loan Association, Pomona, 
Calif., in addition to being 1941 president of 
the national organization. 


rather imperative, though, that those who do 
not want the public housing plan to eventu- 
ate should be thinking and organizing and 
co-operating with others who have the same 
idea. The goal of such thinking and plan- 
ning would be an alternate plan for housing 
after the war, an alternate plan for private 
enterprise to do as big a job of taking up the 
slack in employment, of keeping money in 
circulation, of putting people in better places 
to live as public housing ever could. There 
are many elements which have to go into 
such a plan. Certainly the keeping of 
financing costs low is imperative if any pri- 
vate enterprise system is going to succeed 
with the American people in the future. The 
monthly cost of home ownership must be 
maintained at a low level through long term 
loans without necessarily involving the 
credit of the United States Government to 
guarantee the lender against loss. Private 
enterprise must come to grips with the prob- 
lem of instability in the real estate market. 
Machinery should be included which will be 
effective in eliminating booms, for that is a 
corollary to eliminating depressions. This 
era will demand of private enterprise meth- 
ods of producing housing better and more 
cheaply. Certainly a basic philosophy to be 
tried out in such period of demand for less 
expensive home building is the dependence 
on a reasonable return to the building indus- 
try based on volume all along the line, rather 
than on high mark-ups for large profits on 
small volume. This very much needed pro- 
gram for post-war private enterprise hous- 
ing must also face the problem that some 
buildings in this country have lived too long 
and can easily approach the slum status. An 
effective way to enforce sanitary codes for 
dwelling units would put economic pressure 
on the owners either to tear those houses 
down or to completely rehabilitate them. A 
search for such an effective piece of ma- 
chinery should be under way right now. 

Private enterprise in the building industry 
can plan ahead, co-operate, swing its many 
units into logical, strategic action and save 
the great majority of the communities in 
America from public housing. But it will 
have to have a plan. It will have to act as 
a unit. It will need to be willing to put up 
a fight and make some sacrifices if need be 
to preserve something we think is an essen- 
tial part of the American way of life. 


August 23, 1941 


extraordinary projects in the city this year, 
and in the suburbs, last year. Chicago is- 
sued July permits for business, industrial and 
institutional buildings amounting to $4,474,- 
375. The suburban falling off is explained 
by a July, 1940, permit for $4,500,000. 

New home building in Chicago made a 
gain of 48 percent over July of last year, 
both in number and value; permits were is- 
sued for 537 homes to cost $2,800,000. The 
suburban gain over July of last year was 46 
percent in number of homes, and 62 percent 
in value; this year, 993 homes were started 
to cost $6,489,000. July was the best home 
building month of this year in city and 
suburbs. 

City average cost in July was $5,214; 
average of the first six months of this year 
was $5,383. Suburban cost in July was 
$6,535; six months average, $6,733. Sub- 
urban repairs, alterations and modernization 
amounted to $517,109—over $100,000 ahead 
of last year. 





Western Furniture Makers 
Plan Sales Campaign 


San Francisco, CAuir., Aug. 16.—While 
industries in general face scarcity of raw 
materials due to needs of Defense projects, 
the wood furniture industry finds itself in 
the enviable position of being without any 
shortage in necessary domestic woods. And 
at the same time that its productive capac- 
ity remains unimpaired, the demand for fur- 
niture is increasing. Consumer purchasing 
power is mounting steadily, and thousands 
who have had to forego the purchase of 
furniture in recent years are now in a posi- 
ticn to buy. At few times in its history 
has the furniture industry found itself in 
such a fortunate position. 

Such were observations of Dr. James F. 
Bogardus, of the Office of Price Adminis- 
tration and Civilian Supply, as presented to 
dealers and buyers attending the Western 
Furniture Exchange and Merchandise Mart 
during the recent fifty-second Market Week. 

Furniture exhibits showed definitely that 
the industry had already found answers to 
the problem created by the need of metals, 
silk, aluminum and other materials for the 
Defense program. Wood, bamboo, enamel 
and other substitutes were strongly in evi- 
dence. 

With manufacturers in the East, who 
formerly shipped by water to the Pacific 
Coast, being forced now to ship by rail at 
higher prices, due to the removal of about 
one-third of normal intercoastal cargo space, 
furniture manufacturers in Oregon, Wash- 
ington and California are considering the 
launching of campaigns to get a bigger share 
of the western furniture business. 

Dr. Bogardus requested retailers to keep 
inventories down; and suggested manufac- 
turers make every effort to standardize and 
simplify their lines, and make a radical 
reduction in the number of new designs in- 
troduced. As a part of a co-operative plan 
with the industry, declared Bogardus, steps 
are being taken to stabilize the prices of 
lumber and upholstery fabrics. 





HUNDREDS of DEALERS are 
using the Low Cost Plans that 
are Published in Every Other 
Issue. ARE YOU? 
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For Defense: Priorities and Credit Curb 


Allocation of Scarce Metals 
to Building Still Undecided 


WASHINGTON, D. C., Aug. 19.—With 
building materials growing more scarce as 
the Defense program increasingly consumes 
materials normally required by civilian in- 
dustry the construction industry is finding 
difficulty in programming its activities, due 
to an impasse in Washington on the De- 
fense Housing Critical List. The priorities 
list has become mired in politics, and though 
for some time it was announced that it 
would be issued momentarily, to date the 
political wrangle over its general applica- 
tion has not been settled. There is every 
indication that the priorities list will be 
further stalled until several fundamental 
issues, principally involving the materials 
themselves, are settled. 


Disagree on Supply of Scarce Metals 

The list was first bogged down with the 
(disagreement between Defense Housing Co- 
ordinator Charles F. Palmer and Federal 
Works Administrator Carmody, and now, 
with supply of materials becoming tighter, 
the issues have been extended. Primarily, 
Palmer does not see eye to eye with other 
Government housing officials, that less ma- 
terials will be available for each unit of 
housing. For example, Palmer wants to use 
about 140 pounds of copper in each unit, 
while it is believed elsewhere in the Gov- 
ernment that only 35 pounds of copper 
should be allowed. Another instance is iron 
and steel, with Palmer hoping to permit two 
tons per unit, and other housing agencies 
looking to a cut of 50 percent. If econo- 
mies as proposed are put into effect, build- 
ing codes in many cities will have to undergo 
considerable change. One thing is fairly 
certain, that construction of so called “good 
homes” will become virtually impossible, 
with the smaller houses, of the class of 
$6,000 and less, being given priorities in the 
allocation of materials. With all signs point- 
ing toward expansion of demand for home 
building and with the material shortages 
making changes necessary, Government 
housing officials are emphasizing the need 
for adoption of simple designs, new types 
of materials and new building methods in 
home construction, 


New Defense Housing Approved 

The Defense housing program moved for- 
ward with President Roosevelt's approval of 
construction, with public funds, of 1,757 
homes for families of industrial Defense 
workers and enlisted personnel in seven local- 
ities. In addition to this program, the Presi- 
dent approved a 100-unit trailer project un- 
der the temporary shelter program. 

The program as approved by the Presi- 
dent is for the following localities: Tus- 
kegee, Ala., 30 units; Camp, Calif., 30; 
Long Beach, Calif., 485; Keyport, Wash., 
300; Freeport, Tex., 200; Newport News, 
Va., 350 and 12 and Rockford, IIl., 350. 
The temporary shelter program calls for 100 
units at Umatilla, Ore. 

In the Long Beach (Calif.), locality, 8,000 
homes are recommended for construction by 
private enterprise, and these homes would 


command a commercial rental for workers 
in the $1,800 to $3,000 income group. The 
housing shortage in this area arises from in- 
creased activity at the Naval Base, the loca- 
tion there of Fort McArthur, a_ reception 
center and preliminary training camp for 
draftees, and Reeves Field Naval Air Base, 
as well as several large shipyards and an 
aircraft plant now under construction. 

The project at Campo, Calif., for con- 
struction of 30 units, provides for the erec- 
tion of demountable houses. 





To Organize Intercoastal 
Shipping Control 


WasHineton, D. C., Aug. 19.—Shipping 
space priorities for east-bound lumber re- 
quired in the Defense program will be ex- 
pedited with establishment of an advisory 
committee to handle cargo priorities in the 
intercoastal service. The committee was es- 
tablished at a meeting held at the Maritime 
Commission, where various Governmental 
Agencies were represented. It was ex- 
plained that shippers desiring priorities for 
cargo, including lumber, other than that 
required by some Government Agency, 
should communicate with G. Lloyd Wilson, 
of OPACS, who will act as a liaison with 
the advisory committee. 





Applications for Priority 
Must Go to Capital 


WasHINGTON, D. C., Aug. 19.—The re- 
quest made by the Lumber & Timber Prod- 
ucts Defense Committee for a_ blanket 
priority rating, whereby equipment and sup- 
plies for plant maintenance and repair can 
be assured to lumber producers and dis- 
tributers, has, says Ben R. Ellis, director of 
the priorities division of the National Lum- 
ber Manufacturers’ Association, the ap- 
proval of the Office of Production Manage- 
ment, and hopes are expressed that the 
rating will be issued in the next two or 
three weeks. When this blanket priority is 
issued, then anyone engaged in logging, mill- 
ing and fabricating forest products will be 
able to apply it to orders sent to sources of 
equipment supply. 

Meanwhile the dealer or manufacturer 
who wishes to obtain such supplies will find 
it necessary to obtain priority rating. To do 
so, he must first obtain form PD-1 from a 
Federal Reserve Bank or its branch, where 
also needed advice may be obtained. On this 
form, those who are selling, directly or in- 
directly, a reasonable percentage of business 
to the Government, should list Government 
order numbers and other details of the busi- 
ness. This form must then be forwarded to 
the OPACS at Washington, D. C., as no 
provision has been made or is likely to be 
made for permitting field offices to make 
decisions, and prospect is that in about two 
weeks the applicant will secure a priority 
certificate giving him a rating in accordance 
with the critical value of the goods he has 
sold to the Government. Issuance of a 
blanket priority rating to the industry would, 
however, avoid delay to manufacturers and 


others in securing equipment and supplies. 

While the OPACS and OPM will give 
consideration to civilian requirements, even 
when proof of supplying Defense require- 
ments of the Government is lacking, it seems 
evident in Washington, says Mr. Ellis, that 
retail lumber dealers and fabricators not di- 
rectly engaged in furnishing supplies for 
Defense purposes will, as time goes on, find 
more difficulty in securing materials needed. 
For the retail lumberman, thinks Mr. Ellis, 
the best course is to order supplies well in 
advance of the time he has need for them, 
showing delayed delivery dates, then fill out 
form PD-1 and await priority rating cer- 
tificate. 


Credit Curb on Materials for 
Repairs Is Being Drafted 


Wasuincton, D. C., Aug. 19.—With the 
first regulations expected shortly, the Fed- 
eral Reserve Board has issued a tentative 
draft of proposed regulations covering con- 
sumer credit and instalment buying, includ- 
ing restrictions on extension of credit in 
construction materials. The Federal Re- 
serve Board action followed quickly on the 
heels of the President’s Executive Order 
authorizing the Board to control and curb 
credit and instalment buying. 

In the proposed draft, a maximum ma- 
turity of 18 months is recommended for 
building materials. These are listed in a 
special section of the draft, which applies 
to materials and services in connection with 
repairs, alterations, or improvements on ur- 
ban, suburban or rural real property in con- 
nection with existing structures. It is ‘stipu- 
lated that the regulations apply only when 
the credit is not in excess of $1,000. The 
extent of early regulations in credit and in- 
stalment buying will be widened, according 
to indications. 

The regulations as they apply to mate- 
rials for building in connection with repair, 
alteration and improvement of real estate 
are in addition to control of credit in the 
field of plumbing, heating and air condition- 
ing, and for various types of household 
equipment. 

Exceptions to the regulations are pro- 
posed as follows: To any extension of credit 
which is secured by a bona fide first mort- 
gage on improved real estate; any extension 
of credit over $1,000 which is made for ma- 
terials and services in the field as designated, 
provided the bona fide purchase price does 
not exceed 50 percent of the total overall 
deferred balance, and that the regulations 
apply only to the ultimate retail purchaser 
or home consumer, not to distributors or 
contractors. 








B&L Finances Large Share of 
Defense Housing 


The private building dollar, as versus the 
subsidy from the public Treasury, has pro- 
vided for 88 percent of the new residential 
building in urban areas of the United States, 
including Defense-crowded cities and towns, 
the first five months of this year. These 
figures are cited by Morton Bodfish, Chicago, 
executive vice president of the United States 
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Savings & Loan League, as evidence of the 
thorough support which savings and loan as- 
sociations and other private sources of mort- 
gage funds are giving to the Defense pro- 
gram at this juncture. 

He emphasized that many localities where 
Defense contracts have been awarded are not 
faced with any housing shortages or with 
any Government-financed housing units to 
date, because of the big job done by the pri- 
vate building industry, from the financing 
source on along to the sub-contractor, in 
those localities. 

In May, the latest month for which all the 
data are in, private money was responsible 
for 91.4 percent of the new home building, 
the largest slice it had furnished in any of 
the first five months of the year. Mr. Bod- 
fish recalled that $636,683,000 was spent on 
building new shelter in cities above 2,500 in 
population between Jan. 1 and June 1, and 
that it provided 176,750 new places to live. 
Private sources of money supplied $560,209,- 
000 and 151,094 of the units of shelter. 

Mr. Bodfish cites the study made by the 
Federal Home Loan Bank Board of the loans 
of member institutions of the Federal Home 
Loan Banks which shows that 45,000 new 
housing units were constructed during the 
period with savings and loan financing in 
the specifically designated Defense housing 
areas, and this figure constitutes 29 percent 
of the entire volume of new homes built with 
private money of all sorts throughout the 
country. Mr. Bodfish further indicated that 
during the first five months of the year, sav- 
ings and loan association lending volume for 
all purposes, including the remodelling and 
purchase of homes, was $400,000,000 for all 
areas in which Defense contracts have been 
award. 

“It is too easy to overlook the cases where 
the private building industry, on its toes, and 
aided by realistic mortgage lending institu- 
tions, has provided the ounce of prevention 
for a housing shortage which might have 
demanded a pound of cure in the form of 
subsidized housing,” he continued. “Loans 
made for remodelling have played a part in 
solving Defense housing problems. Rambling 
old homes with nine or ten rooms can be- 
come suitable apartments for two or three 
Defense-employed families with some expen- 
diture for cutting them up and modernizing 
them into several units. During the first 
five months this year, the savings, building 
and loan associations lent $18,000,000 for re- 
conditioning properties, and their loans for 
this purpose were sixteen percent greater 
in volume in Defense areas than for the 
same period the previous year.” 





Cabinet Hardware Company 
Wins Suit 


In a suit brought by American Cabinet 
Hardware Corp., Rockford, Ill., against Pa- 
cific Plastic & Mfg. Co., Inc., Hollywood, 
Cal., for patent infringement, trade-mark in- 
fringement and unfair competition in trade, 
United States District Judge Leon R. Yank- 
wich, on August 4 1941, entered a decree 
against the defendant. On the same day an 
injunction was issued, enjoining Pacific Plas- 
tic & Mfg. Co., Inc., from further infringe- 
ment of the patent in suit, from marketing 
certain drawer pulls, door pulls and knobs, 
from using the trade-mark complained of, 
and from using certain hardware display 
boards. The decree, being assented to by 
defendant, is final and unappealable. 
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What the Associations Are 
Planning and Doing 


Southeastern Hardwood Group 
Plans for Future 


JACKSONVILLE, FLA., Aug. 19.—Members 
of the Southeastern Hardwood Manufac- 
turers’ Club, meeting today in Jacksonville’s 
Hotel Seminole for a business (and lunch- 
eon) session, heard that the approaching 
Atlanta convention of the National Hard- 
wood Lumber Association will break at- 
tendance records and that both the business 
and entertainment features of the meeting 
will be outstanding. 

Gordon Reynolds, president of NHLA, a 
frequent attendant at sessions of the South- 





COMING! 


The annual convention of the Na- 
tional Hardwood Lumber Association 
will be held Sept. 18-19 at the At- 
ianta-Biltmore Hotel, Atlanta, Ga. Ad- 
vance registrations indicate the largest 
attendance on record, with a registra- 
tion of some 500 being expected. 

Among the speakers will be Ray- 
mond Moley. who will discuss “Infla- 
tion, the Great Destroyer,” and Con- 
gressman Cox of Georgia, who will 
speak on “America and the World at 
War.” From within the industry two 
of the principal speakers will be M. 
L. Fleishel, NLMA president, and 
E. M. MeGowin, SPA president. Mr. 
Fleishel will speak on “Unity in the 
Lumber Industry,” and Mr. MeGowin 
will discuss “Hardwood’s Place in 
National Defense.” 











eastern club, in which he has long been a 
leader, was unable to attend the conference 
in Jacksonville today, but sent a letter of 
greeting by his son, Gordon Reynolds, Jr. 

Basil Kenney of the St. Joe Lumber and 
Export Company, Port St. Joe, Fla., con- 
tributed to the informal discussions of the 
day a summary of a recent meeting in Talla- 
hassee, Fla., having to do with the indus- 
try’s projected public relations program. 
The hardwood men present gave favorable 
expressions, relative to the proposed plans 
for an annual expenditure of $300,000 to 
acquaint the general public with the indus- 
try’s problems, and its general importance 
in the nation’s economic set-up. The hope 
was expressed that the program will re- 
ceive widespread support, and that adequate 
financing may be secured, through the plan 
for an assessment of three cents per thou- 
sand on lumber sold by the participating 
operators. 

J. S. Farish, of the Southern Cypress 
Manufacturers’ Association (which main- 
tains headquarters in Jacksonville) was 
unable to attend the hardwood club’s meet- 


ing, and in his absence, Secretary Parsons 
gave a brief review of rate matters, in which 
the membership is currently interested. 
During the day’s discussions, the suggestion 
was made that the Southeastern Hardwood 
Manufacturers’ Club express its apprecia- 
tion to the Southern Cypress Manufacturers’ 
Association, for its recent action in “lend- 
ing” its secretary, Ben Ellis, to the National 
association for service in Washington, 
D. C., as the industry’s representative in 
matters having to do with priorities. The 
hardwood men devoted some time to a dis- 
cussion of priorities, as affecting their opera- 
tions, the view being expressed by several 
that considerable trouble might be expected 
with regard to securing needed equipment 
and supplies—including cars—as the Defense 
demands increase. It was pointed out how- 
ever that where operators are handling De- 
fense orders, their needs will be speeded as 
much as possible, if proper attention is called 
to their requirements. 





Northwestern Dealers Announce 
Dates for Meeting 


MINNEAPOLIS, MiINnN., Aug. 20.—Ormie 
C. Lance, secretary of the Northwestern 
Lumbermen’s Association, announces that the 
fifty-second annual convention of the organi- 
zation will be held Jan. 20, 21 and 22 in the 
Minneapolis Municipal Auditorium. National 
Defense will be the keynote, and the fact 
that retail lumber and building material deal- 
ers are faced with very serious problems in 
connection with the Defense program is ex- 
pected to swell the attendance to a new 
record. A large number of exhibits also is 
in prospect, Secretary Lance says. Dealers 
and others expecting to attend are urged to 
make reservations early. 





Texans Oppose Regulation of 
Forest Industries 

Conroe, TEX., Aug. 18.—If timber cutting 
in Texas must be regulated it should be 
done through the State rather than through 
the Federal government. This was the con- 
sensus of those who joined in the discus- 
sion on the subject of “Proposed Forest 
Regulatory Legislation” at the twenty- 
seventh annual meeting of the Texas For- 
estry Association held here on Aug. 12. 

Farmer and industrial timberland owners 
told of progress being made toward better 
forestry practices, but admitted that the big- 
gest problem was with the small owner who 
doesn’t know timber values in the same man- 
ner that he knows the value of cotton and 
cattle. Increased educational efforts, and 
more technically trained foresters in the 
field helping the farm woodland owner, were 
cited as needs. 

Walter O’Neal, Texarkana, was elected 
president, succeeding H. W. Whited, Na- 
cogdoches. Vice presidents appointed were: 
J. R. Keig, Beaumont; H. A. Maas, 
Clarksville; Victor Schoffelmayer, Dallas; 
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Hoxie H. Thompson, Trinity; J. P. Martin, 
Martinsville; and A. I. Hickerson, Conroe. 
W. Goodrich Jones was retained as_presi- 
dent-emeritus, and S. L. Frost, College Sta- 
tion, as secretary-treasurer. 

Invitations for next year’s meeting were 
received from Beaumont and Lufkin. 





Wholesalers' Secretary Heads 
Home 

SEATTLE, WasH., Aug. 20.—Sid L. Dar- 
ling, secretary-directing manager of Na- 
tional-American Wholesale Lumber Associ- 
ation, has been on the road since July 12, 
holding group meetings at Pittsburgh, Cin- 
cinnati, Kansas City, Salt Lake City, San 
Francisco, Eugene, Portland, Seattle, and 
Vancouver B. C. All these meetings were 
well attended by members and wholesalers 
outside the membership. In addition, Mr. 
Darling visited members at other points. He 
was traveling with his wife and two boys, 
by automobile, but in Seattle they are sep- 
arating for the balance of the trip. The 
family leaves by automobile today en route 
home, and Mr. Darling is going back by air- 
plane to Portland for attendance at the fir 
meeting to consider ceiling prices, and from 
there flies to Spokane and then homeward. 
This is Mr. Darling’s first trip to the West, 
and he expressed himself as impressed with 
the bigness of the country and will try to 
repeat his trip as soon as possible. 

He says wholesale lumbermen are vitally 
interested in the announced policy of OPACS 
as to “ceilings.” Wholesalers have been rep- 
resented at the Washington meeting to con- 
sider southern pine prices, and will likewise 
be represented at the Portland meeting to- 
day, and at any subsequent meetings. Mr. 
Darling is satisfied that the wholesaler is a 
vital factor in the broad picture of Defense, 
and that his interest must of necessity be 
considered by any Governmental Agency 
connected with the procurement of lumber 
and maintaining adequate lumber production. 





Canadian Lumbermen Hear 
Timber Controller 


Toronto, Ont., Aug. 19.—One hundred 
and twenty-five lumberman, manufacturers, 
wholesalers and retailers, from all parts of 
Ontario, attended a meeting called on Aug. 
8 at the Royal York Hotel, Toronto, to hear 
A. S. Nicholson, Timber Controller, Ottawa, 
give an explanation of the manner in which 
the Timber Control set up by the Canadian 
Government is operating its price control 
plan in all parts of Canada. The reference 
at this particular meeting, however, was 
centered upon lumber and millwork price 
control in the province of Ontario. 

The Timber Controller, in opening the 
meeting, spoke of the fine cooperation that 
was being extended to the Timber Control 
by lumbermen all over Canada. He had re- 
cently heard the Minister of Munitions and 
Supply, under whose department the Tim- 
ber Control is operated, say that the lumber 
industry was the only one that appeared to 
he controlling itself, and that he did not 
see why other industries could not do the 
same thing. Mr. Nicholson pointed out that 
it the lumber industry had not functioned 
for the purpose of controlling itself, the 
problem of lumber price control would have 
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been handled by the War Industries Control 
Board, whose lack of knowledge of the lum- 
her industry would have been a serious dis- 
advantage to lumbermen. 

There was no possibility, Mr. Nicholson 
said, of the Government changing its policy 
regarding commodity price control. Rather, 
he believed that the War Industries Control 
30ard would be expanded to include other 
industries. 

Mr. Nicholson then dealt with the various 
price lists approved by the Timber Control. 
The retail list was specifically the prices at 
which dealers were selling on April 1, 1941, 
plus sales tax. This was their “ceiling” 
price. 
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Coming Conventions 


Aug. 28-30—Pacific Coast Wholesale Hard- 
wood Distributors’ Association, Biltmore 
Hotel, Santa Barbara, Calif. Annual. 


Sept. 18-19—National Hardwood Lumber 
Association, Atlanta-Biltmore Hotel, At- 
lanta, Ga. Annual. 


Sept. 23-24—National Association of Wood- 
work Jobbers, Edgewater Beach Hotel, 
Chicago, Ill. Annual. 


Oct. 8-9-10—International Concatenated 
Order of Hoo-Hoo, Arlington Hotel, Hot 
Springs National Park, Hot Springs, 
Ark. Fiftieth Anniversary. 

Oct. 30, 31-Nov. 1—Lumber Merchants’ As- 
sociation of Northern California, Del 
Monte Hotel, Del Monte, Calif. Annual. 











Hardwood’s Place in 
the DEFENSE PROGRAM 


Today’s Theme of Foremost Interest and Importance 





The hardwood clans—produc- 
ers, dealers, consumers from 
far and wide—will be gather- 
ing at Atlanta to take part in 
the program and to exchange 
views on the vitally important 
issues of the times. 


The Association's first Conven- 
tion in the Southeast, where 
warm Southern hospitality 
reigns. A great opportunity to 
visit this important and grow- 
ing hardwood producing area. 
Well known speakers on sub- 
jects of special importance to 


September 18-19, 1941 





the hardwood industry. 
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NATIONAL HARDWOOD LUMBER ASSOCIATION 
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CHAPMAN & DEWEY 
LUMBER CO. 


* MEMPHIS, TENN. * 


Manufacturers of “C&D” Brand 


OAK FLOORING and 
HARDWOOD LUMBER 


FROM FAMOUS ST. FRANCIS BASIN 
Wire for quotations 










Sott Old-Growth UPPERS and 
Smooth-end-trimmed COMMON. 


OREGON - AMERICAN 
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William Schuette Company 
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West Coast Products 
New York 
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SPRUCE, HEMLOCK, CEDAR, PINE 
Reliable Shippers 29 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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y {Ne Yh E. Webster Lumber Co. 
Kansas City, Mo. 











LEMIEUX BROS.,INC. 


FORESTERS —- TIMBER ESTIMATORS 
APPRAISERS -- CIVIL ENGINEERS 
410-11 Maritime Bldg. NEW ORLEANS, LA. 








J. H. Pinkerton, Norman, Ark., lumber- 
man, was recently named to the State Plan- 
ning Board’s Land Use Committee. 


The J. L. Sadler Lumber Co., of Rison, 
Ark., recently donated lumber for the con- 
struction of street markers erected by the 
Rison Garden Club. 


Tom G. Clark, Arkadelphia, Ark., lumber- 
man, served as chairman of the U. S. O. 
committee to raise funds in a recent cam- 
paign conducted in that city. 


D. S. Whitman, for many years identified 
with the lumber industry in Tacoma, Wash., 
has joined the sales staff of the John Dower 
Lumber Co. in that city. 


LD. M. Osborne, sales manager of the East- 
ern Pine Sales Corp., Boston, Mass., 
lately a visitor to the Buffalo, N. Y., 
trade. 

Richard P. Baer, Richard P. 
Baltimore, Md., recently returned from a 
trip to Mexico. He reported finding the 
trip interesting as well as restful. 


Jack Ivey, of the Red Cedar Shingle Bu- 
reau, is back at his desk in Los Angeles, 
Calif., after completing a three weeks’ busi- 
ness trip to San Francisco and the 
mento Valley. 


was 
lumber 


Baer & Co., 


Sacra- 


Cecil Jackson, a member of the firm of 
Jackson Bros., well known Morrilton, Ark., 
lumber firm, was recently installed as presi- 
dent of the Morrilton Junior Chamber of 
Commerce. 

W. L. McCormick of 
Weyerhaeuser Timber Co., was elected presi- 
dent of the Seniors’ Northwest Golf Associa- 
tion at the annual meeting of that organiza- 
tion held in Victoria, B. C., August 12. 


J. C. Robbins, of Stuttgart, Ark., 
president, Southwestern Lumbermen’s Asso- 
ciation, and a member of the board of di- 
rectors of Rotary International, addressed a 


Tacoma, Wash., 


vice 


recent meeting of the Conway (Ark.) Ro- 
tary Club. 
D. Carlysle Mac Lea, Mac Lea Lumber 


Co., Baltimore, Md., was a recent visitor 
to the West coast, looking for suitable stocks 
for his company. Another Baltimore visi- 
tor to the same region was H. A. Crane, 
Dealers’ Warehouse Supply Co. (Inc.), who 
also made the trip for business purposes. 
Starting business in its new yard with a 
bang, Laskey Lumber Co., Maumee, Ohio, 
sold five house jobs in the first five weeks 


of business, four more in the next two 
weeks, and they have three more well in 
tow, according to D. W. Dailey, manager 


of the Maumee yard of this concern. 


Returned from mid-summer vacations are 
the following members of the Southern 
Califoraia lumber industry: Charles L. 
Cheeseman of Hallinan Mackin Co. (Ltd.), 
Los Angeles, Calif., who spent two weeks 
at Eugene, Portland and Seattle, Ore., com- 
bining a pleasure trip with a few business 
calls; V. A. Van Matre of the Van Matre- 


and 
Blue 
Ken- 


Fresno, Calif., 


Manning Lumber Co., Downey, Calit., 
son, who spent several weeks at the 
Creek Lodge, Klamath, Calif.; W. K. 
drick, Valley Lumber Co., 


who relaxed for two weeks in the Santa 
Cruz Mountains, and Mr. and Mrs. William 
Schorze, Pope & Talbot (Inc.), Los An- 


geles, whose 
Tahoe, Calif. 


W. J. Campbell, W. J. Campbell Lumber 
Co. (Ltd.), Oshkosh, Wis., was principal 
speaker at the regular weekly Rotary Club 
noon-day luncheon meeting at Oshkosh re- 
cently. He reviewed the city’s early lumber 
days, and the development of Bay Boom on 
the Wolf river. 


O. Van Buren Snyder, Pacific Match Co. 
of Tacoma, Wash., and a widely known 
Pacific Northwest yachtsman, has donated 
his 42-foot bridge deck cruiser “Klatawa” to 
the Coast Guard for one year’s duty as a 
patrol vessel, according to announcement by 
Capt. W. H. Munter, commander of the 
Puget Sound district. 


vacation trip took them to Lake 


Members of the Tacoma Splinter Club, 
retail lumber salesmen’s organization of Ta- 
coma, Wash., were guests of Johnson & Lund- 
gren, Tacoma millwork and plywood dis- 
tributors and jobbers, at a dinner meeting 
August 11 at George’s Cabin near Puyallup. 
Speakers included Henry Schmidt, represen- 
tative in this area for the United States 
Gypsum Co.; Mel Pederson, KHA inspector 
for this area; Don Hartman, secretary of 
the Splinter Club; and the hosts, Arthur E. 
Lundgren and Alfred J. Johnson. 


A young man and a young woman were 
saved from drowning in the Niagara River 
on Aug. 16 by Oscar L. Miller, president of 
the Miller Lumber Co. (Inc.), and his two 
brothers-in-law, Walter and William Down- 
ing, who were aboard Mr. Miller’s cabin 
cruiser. Spying the floundering young people, 
Mr. Miller maneuvered his cruiser as close 
as possible, heaved a line to their canoe, 
which had sunk to the water’s surface, and 
took them in his cruiser close to shore, where 
a small boat put out and brought them to 
land. 





Retail Yard Changes 


Sparta, Micu.—John K. Feichtenbiner is 
the new manager of Sparta Lumber & Fuel 
Co., coming to Sparta from Ithaca, Mich. 


BELLEVUE, Onto—The directors of the 
Gross Lumber Co. have announced the ap- 
pointment of Ray Stephens as manager. 


ISHPEMING, MicH.—Roy Ramsey is the 
new manager of the Consolidated Fuel & 
Lumber Co. at Ishpeming. 


MANSFIELD, Tex.—Chas. J. Neely has 
been appointed manager of the Farmers’ 
Lumber Co. of Mansfield. 


Satissury, N. C.—Dan Nicholas has 
been named manager of Rowan Lumber & 
Supply Co. to succeed I. F. Collier, who re- 
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cently went to West Palm Beach, Fla. 
where he purchased an interest in a lumber 
concern. 


Bic Springs, Nesr.—Bob Johnson is the 
new manager of the Foster Lumber Co. 
here, replacing A. L. Downing, who has been 
transferred to the company’s yard at St. 
Francis, Kans. 

ATKINSON, NeBk.—New manager of the 
Atkinson Lumber Co. here is Harry Letson. 
He comes to Atkinson from Long Pine, 
Nebr., where he had been employed by an- 
other lumber company. 





ScHENEcTADY, N. Y.—Fred S. Olin has 
been appointed manager of the Schenectady 
yard of Welsh & Grey Lumber Corp. He 
has been in the lumber business for the 
past 18 years. 

Irvine, Ky.—John A. Childers has been 
made manager of the Home Lumber Co. 
here, succeeding Leon Gibson, who has been 
transferred to Mt. Sterling, Ky. 








An Oakland, Cal., ladies’ wear store which 
was recently remodeled and paneled with 
walnut "Wallwood," a three-ply all wood 
paneling manufactured by American Ply- 
wood Corp., New London, Wis. It was in- 
stalled directly over the old cracked plaster 
walls. Curved sections were placed over 
new framing 





Yard Employees Enjoy 
Annual Picnic 


Waseca, Minn., Aug. 20.—The sixteenth 
annual picnic of the Botsford Lumber Co. 
was held at the Lakeside club here recently 
and was attended by 400 representatives of 
the firm’s yards in southern Minnesota, Iowa 
and South Dakota. Mr. and Mrs. Gus Gal- 
ligan were hosts at the outing for the four- 
teenth year. 

Among those in attendance were G. F. 
Streater, president of the company, head 
offices of which are in Winona, Minn., and 
Mrs. O. M. Botsford, widow of the former 
president. 

Golf and bridge tournaments featured the 
entertainment program. Mrs. J. S. Ed- 
monds, who recently retired as auditor of 
the west yards of the company, was pre- 
sented with a boat as a token of the man- 
agers’ esteem. Many prizes were awarded 
during the day, including several for chil- 
dren’s events. A five-piece orchestra furnished 
music during the dinner hour, and Ormie 
C. Lance, secretary of the Northwestern 
Lumbermen’s Association, led in the sing- 
ing of a number of songs, 
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Manufacturer Buys Site for 
Chicago Plant 


Recently announced in a Chicago, III. 
newspaper is the purchase by The Philip 
Carey Manufacturing Co., Lockland, Cin- 
cinnati, Ohio of a 2% acre tract of land 
in Chicago, and the disclosure of plans for 
a large manufacturing plant to be erected 
in that city. 

The present lease on the property, to a 
manufacturing concern, will expire in about 
one year, at which time the Philip Carey 
company will take over the one-story build- 
ing thereon for warehouse purposes. The 
proposed manufacturing plant will be used 
to fabricate asbestos pipe covering into cor- 
rugated sections. 





Treated Timber Output 
Increases 8.26 Per- 
cent in 1940 


The total volume of timber treated in 1940 
was equivalent to 3,185,677,788 board feet, 
an increase of 8.26 percent over the 1939 
volume, according to annual report by R. K. 
Helphenstine, Jr., of the Forest Service, in 
co-operation with the American Wood-Pre- 
servers’ Association. As in previous years, 
the greatest single class of timber treated 
was ties, which constituted 48.2 percent of 
the total volume. Poles ranked second, ac- 
counting for 28 percent; timber and lumber, 
14.6 percent; piles, 5.9 percent, and switch 
ties, 3.3. percent. 

Crossties treated totaled 42,666,598, an in- 
crease of 19.35 percent. Of the ties treated, 
24,710,402, or 58 percent, were sawed, and 
17,956,196 were hewed. The electric rail- 
ways used 179,872 treated ties, or more than 
double the number used in 1939. Oak ties 
ranked first in number treated; southern 
pine, second, and Douglas fir, third. Switch 
ties amounted to 106,309,739 board feet, an 
increase of about 4 percent. Oak ranked 
first, Douglas fir, second, and southern pine, 
third. All crossties and switch ties reported 
in 1940 were given a pressure treatment. 
Cross arms amounted to 1,089,042, an in- 
crease of about 61 percent. About 75 percent 
were southern pine, and the remainder, 
Douglas fir. 

Heavy timbers totaled 465,900,684 board 
feet, an increase of 16.82 percent over 1939. 
Wood block flooring amounted to 9,360,072 
square feet in 1940, the equivalent of 32.- 
760,252 board feet, a gain of 55 percent; 
ninety-seven percent was southern pine. 

The quantity of piles treated in 1940 was 
23,154,902 lineal feet, an increase of 6.92 
percent; 84 percent were southern pine: 
Douglas fir ranked second. The number of 
poles was 4,211,903, a decrease of 9.12 per- 
cent. Southern pine headed the list with 3,- 
147,337, or 74.7 percent; western red cedar, 
second with 829,875, or 19.7 percent; north- 
ern white cedar, third, and Douglas fir, 
fourth. 

In 1940 there were 228 wood-preserving 
plants in the United States, of which 223 
were in active operation. Of these, 179 were 
commercial plants that treated wood for 
sale or by contract; 23 were owned and op- 
erated by railroads; and 26 were the prop- 
erty of public utilities, mining companies, etc. 
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OFFERS 


Ponderosa Pine 
CUT SASH & DOOR 


Stock 


AND SHOP LUMBER 
A.D., ROUGH OR S$2S 


e 
PINE MOULDINGS 
* 
SPRUCE SHOP G CLEARS 
* 


At Anacortes, Washington we offer | mil- 
lion feet 4/4 with some 5/4 rough Spruce 
Box Lumber. 


A. D. for immediate shipment. 
8 


We specialize in Ladder Stock, rough. S$2S, 
or run to pattern in Fir, Hemlock and 


Spruce. 
a 


We are specialists in INDUSTRIAL STOCK. 


Sitka Spruce Ponderosa Pine 


West Coast Hemlock Sugar Pine 
Douglas Fir Mouldings 
Port Orford Cedar Cut Stock 


WRITE OR WIRE 


Ralph L.Smith 


Lumber Co. 


1635 Dierks Bldg., Kansas City, Mo. 
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August 23, 1941 


Maximum Prices Set for Southern Pine 


Wasuineton, D. C., Aug. 18.—Maximum 
prices on southern pine, Price Schedule No. 
19, to become effective Sept. 5, was released 
Aug. 16 by the Office of Price Administra- 
tion and Civilian Supply, of the Office for 


Emergency Management. <An_ interpretive 
bulletin will be issued at an early date by 
OPACS. This ceiling affects only f.o.b. 


mill prices, and has no relationship to whole- 
sale or retail yard prices. Accompanying the 
price schedule is a OPACS statement as to 
the reasons for fixing this ceiling, and 
method of application, which in part is: 
“The increased use of southern pine lum- 
ber stemming from the Defense program and 
the accompanying expanded economic activ- 
ity has caused demand to exceed supply. As 
a consequence, inflationary pressure has 
caused prices to rise greatly in excess of 
previously existing industry levels. Such 
price increases have markedly outstripped 
cost advances. Warnings to industry mem- 
bers to reduce prices to reasonable levels 
have failed to secure more than temporary 
price reductions. Those producers who have 
manifested a willingness to co-operate with 
the Government have been unable effectively 
to keep prices down because of the large 
number of operators who have consistently 
maintained high prices. Under these circum- 
stances, voluntary co-operation with the re- 
quest of the Office of Price Administration 
and Civilian Supply to maintain reasonable 
prices would subject those complying with 
the request to unjust discrimination. Ac- 
cordingly, under the authority vested in me 
hy Executive Order No. 8734, it is hereby 


directed that: 

“Maximum prices: On and after 
Sept. 5, 1941, regardless of the terms 
of any contract of sale or purchase, 
or other commitment, no person 
shall sell, offer to sell, deliver, or 
transfer, for domestic or export use, 
any southern pine lumber for ship- 
ment originating at the mill (rather 
than at a distribution yard), at prices 
higher than the maximum prices set 
forth in Appendix A. 

“Definitions. When used in this Schedule, 
the term 

“(a) ‘person’ means an individual, part- 
nership, association, corporation, or other 
business entity. The term includes, without 
restricting the generality of the foregoing, 
any mill operator, manufacturer, commission 
salesman, manufacturer’s representative, con- 
centration yard operator, wholesaler, whole- 
sale distributor, wholesaler’s agent or re- 
tailer. 

“(b) ‘southern pine’ means the botanical 
species of shortleaf pine (Pinus echinata), 
loblolly pine (Pinus taoda), slash pine 
(Pinus caribaea), longleaf pine (Pinus pal- 
ustris), or any other Pinus species known 
commercially as ‘southern pine.’ 

“(c) ‘mill’ means a manufacturing plant, 
concentration yard, or other establishment 
which process southern pine logs into lum- 
ber, or which processes, by sawing, or by 
planing or other comparable method, at least 
25 percent of the southern pine lumber pur- 





MAXIMUM F. O. B. MILL PRICES ON SELECTED ITEMS OF 


SOUTHERN PINE 
[These Do Not Apply to Wholesale or Retail Yard Transactions; 


From the complete list of ceiling prices, copies of which may be obtained from OPACS, 
there have been selected the following f.o.b. mill maxima on those items that move in largest 
volume, and on which f.o.b, mill sales prices have regularly been published in AMERICAN 


LUMBERMAN: 








No. 1 Boards, No. 1 Dimension? | 2x10 1x4 rift- Finish* 
Shiplap and 2x4 12&14 me 28. 0 | B&better .. 58.00 Sti lard 
Fencing: 12&14 ..... $28.50|16 ....---. ae 48.50 Lengths 
Standard REE 31.00 oa a ely 34.00| Bebetter— 
se IS&20 ..... 34.00) 5%05 4 og ng {1x4 flat grain— |1x3&4 .... 51.00 
Ixd .......$33.00 | [Xe eee 31.50| B&better .. 42.00|/1%6 -.----. age 
1x6 ate Sires _* Tee es ng +4 18&20 2», 001C 39.00 aE ery page 
3 6 .....eee 28.5 . oe ena ee oA. xX5&10 ... 59.00 
hae eng. tt t's ae 32.50) No. 3 Dimension? D wee eens 30.00 | 1x12 PP bee 70.00 
1x1 erg oe ae 12.00, 2X8 | Random Lengths r= 
ahialadl tas +’ 3 ooo) Ul. ee lh , 11x3&4 .... 47.00 
| aes SeOOT Be ce ceeess 18.00 Ceiling and t=6 .....c. 17.50 
» , 18&20 ..... ee ee 19.00 Flooring, (oe aes 49.50 
‘a eae 2x10 }2x10 ...... 19.50 End Matched (1x5&10 ... 53.00 
: Fencingz 4) aaa DEOL BMES sé eewen 20.00 Standard = ao 58.00 
Standard 6. Bxeneass 35.50 No. 1 Timbers, Lengths | 
Lengths se tees 39.00 20 & Under 1x3 rift Drop 
-Xle Gun 9 - & — a - | * Ga st 
eee $23.00 |12&14 ..... seeetmes *<°<*=* 34.50) B&better .. 52.50 —_. * 
6 ae 2 { arr 39.00 os Pp eeveeee red ¢ oe AI re deg ie es | . 
ete 34.00 | 18820"... eeeimes °*****: yd) iTS 32.00 | Lengths 
Se 24.50 XO wee eee 39.90) 19 gat werain— |B&better .. 45.00 
1x12 2s - | No.2 Dimension? | : 1x3 flat grain | RIN 42.00 
ee RRS HeD idler 2x4 ¢ eiling and B&better .. 35.50) ) 23.00 
ae a Flooring, Plain (§¢......... 33.00| No. 2°67 °¢! 98°50) 
12814... 26.00| “End Standard) |p) 02202222) eel ee § 0.7 ee 
No. 3 Boards, Pre 27.50 Lengths ; ; CI © scan 20. 
Shiplap and ROGERS 6 cces 29.: 0| <3 ritt— 1x4 rift— | 
Fencing? 2x6 ; Cbatter .. 60.00) B&better .. 48.50] Siding, 1x6”, 
Random Lengths | 12&14 ..... 25.00) eee | | a 43.00) End Matched 
3] . a aoe ee ee a Be AED ike niw'ais oct 30.00 | Standard 
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2To maxima for boards, shiplap and 
fencing, add, for kiln dried, $1.50; for nov- 
elty siding, all patterns, $2. For odd 
lengths, use price of next highest even 
length. 


**Al] patterns 


‘To maxima for dimension add, for 


working to shiplap, center match, or 


dressed and matched, Si; for kiln dried, 
$1.50. 


*For specified lengths, add $2. 


chased or received by it within the 30 days 
immediately prior to the transaction subject 
to this Schedule. 

“(d) ‘distribution yard’ means a_ whole- 
sale or retail lumber yard which purchases 
or receives southern pine lumber from a mill 
or from another distribution yard for pur- 
poses of unloading, sorting, and resale or 
redistribution, which regularly maintains a 
stock of such lumber, and which processes, 
by sawing, or by planing or other comparable 
method, less than 25 percent of such lumber 
so purchased or received by it within the 
30 days immediately prior to the transaction 
subject to this Schedule. 

“Less than Maximum Prices. Lower 
prices than those set forth in Appendix A, 
may be charged, demanded, paid, or offered. 

“Evasion. The price limitations set forth 
in this Schedule shall not be evaded by un- 
usual charges for extending credit or for 





WASHINGTON, D. C.., 
Aug. 19, 1941. 
AMERICAN LUMBERMAN, 
Chicago, Ill. 
Price Schedule No. 19, covering 
southern pine lumber, applies to all 
shipments originating at a mill or 
concentration yard, including such 
sales to retail customers. It does 
not apply to sales made out of 
eres A or retail distribution yard 
stocks. But distributing yard oper- 
ators are expected to keep their 
prices in line with the prices estab- 
lished in the Schedule. 
LEON HENDERSON, 
Administrator, 
Office of Price Administra- 
tion and Civilian Supply. 





early delivery, by charges for delivery which 
exceed the actual cost of such delivery, by 
unnecessarily routing lumber through a dis- 
tribution yard, or by other direct or indirect 
methods. The seller shall in all cases give 
the purchaser the option of making his own 
transportation arrangements. 

“Modification of the Schedule. Persons 
complaining of hardship or inequity in the 
operation of this Schedule may apply to the 
Office of Price Administration and Civilian 
Supply for approval of any modification 
thereof or exception therefrom. 

“lor mixed car shipments, $2 additional 
per 1,000 feet board measure may be charged. 
A mixed car shipment consists of three or 
more of the following items of at least 4,000 
feet board measure per item, or two or more 
of the following items of at least 8,000 feet 
board measure per item: Finish, timbers, 
ceiling, flooring, or siding, or any width of 
boards, shiplap, fencing, or dimension. 

“A delivered price in excess of the maxi- 
mum f.o.b. mill prices may be charged, con- 
sisting of such maximum prices plus actual 
transportation costs to the extent that such 
costs are paid by the seller. Tn computing 
such actual transportation costs, the parties 
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may adopt the practice of charging a sum 
equivalent to the one-quarter of a dollar 
nearest to such actual transportation costs. 
In addition, they may adopt the estimated 
average weights of southern pine per thou- 
sand feet board, measure (worked to stand- 
ard sizes unless otherwise indicated) ... as 
set forth in 1939 Standard Specifications for 
Southern Pine Lumber, of the Southern 
Pine Association, New Orleans, La., and 
adopted by the board of governors of the 
Southern Pine Inspection Bureau on May 
28, 1940, as the official grading rules of the 
Sureau.” 

There are sections prescribing methods of 
record keeping; and on enforcement by pub- 
lic opinion and by refusal of Government 
orders to non-compliers. 





Retail Prices Expected to 
"Fall Into Line" 


Wasuincton, D. C., August 16.—The 
OPACS price schedule fixing ceiling prices 
on southern pine reduces them approximately 
$3 per thousand board feet from recent levels. 
OPACS stated that other phases of the in- 
dustry would be placed under the order un- 
less prices “fall into line promptly.” It was 
pointed out, in this connection, that the price 
schedule applies only to sales from mills or 
concentration yards, while wholesale or retail 
yard prices are not included, and that these 
latter prices are expected to decline. “If this 
does not occur,” OPACS Administrator Leon 
Henderson stated, “the ceiling will be ex- 
tended to cover all wholesale and retail 
prices.” 

The southern pine price schedule does not 
recognize any difference hetween longleaf and 
shortleaf pine in the grades and types cov- 
ered. Long and large timbers, as well as 
certain other sizes, are excluded. Mr. Hen- 
derson said that it was expected that these 
sizes would fall into line with the prices for 
the kinds and grades of lumber included in 
the schedule, and again, if this did not occur, 
the schedule would be extended to take 
them in. 

According to OPACS, the price schedule 
for southern pine will permit continued 
profitable operation. It is also anticipated 
that present industry practices need not be 
disturbed. With costs of finishing and dress- 
ing, as well as expenses of distribution, re- 
flected in the schedule, it is expected that 
mills will continue wholesalers’ margins and 
other discounts now prevailing. 





Protest West Coast Price 
"Ceiling" as Too Low 


PorTLAND, Ore., Aug. 21.—Declaring that 
the proposed Federal price ceiling on Dou- 
glas fir lumber is so low as to result in 
bankruptcies or suspension of operation of 
mills, Northwest lumber manufacturers vig- 
orously protested the schedule at the ecne- 
day hearing here Aug. 20, before Peter A. 
Stone, of the Office of Price Administration 
and Civilian Supply. 

Lumbermen declared that the schedule, 
due to go into effect Sept. 15, represents an 
overage cut of $5 a thousand feet. Proposed 
prices are: 

No. 1 boards and sheeting, 1x6- and 8-inch, 
$27; 1x10-inch, $25; 1x12-inch, $28. 
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No. 1 dimension—2x4-, 6- and _ 8-inch, 
$26.50; 2x10-inch, $27.50, and 2x12-inch, $29. 

All prices apply to No. 1 grades, and are 
f. o. Bb. mull. 

Mr. Stone said that Price Administrator 
Leon Henderson will fix the ceiling. 





Seek to Fix Ceiling for West 
Coast Prices 


The following telegram has been received 
by the AMERICAN LUMBERMAN from W. | 
Greeley, secretary-manager of the West 
Coast Lumbermen’s Association, Seattle, 
Wash., under date of Aug. 19: 

“Peter Stone, in charge of lumber and 
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building materials for the Office of Price 
Administration and Civilian Supply, has re- 
quested West Coast lumber manufacturers 
and wholesalers to meet him in Portland, 
Ore., Aug. 20. Object is to discuss a pro- 
posed price ceiling order on West Coast lum- 
ber which OPACS intends to issue, and to 
obtain views of industry thereon. Have no 
information concerning intended order. We 
may assume it will follow same general 
structure and pattern as price ceiling order 
for southern pine issued by OPACS Aug. 16. 

“Tt is my understanding, from recent con- 
versations in Washington, D. C., that 
OPACS intends to issue price ceiling orders 
covering all important species of softwood 
lumber.” 
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Serving the lumber trade since 1899. 








CYPRESS 


AIR - DRIED or KILN - DRIED 
SPECIALIZING IN KILN-DRIED POPLAR 
Solid or Mixed Cars of Pine, Hardwoods, Oak Flooring. 





Plants at Goodwater, Ala. 
Notasulga, Ala. 
Ozark, Ala. 


Pine Plume Lumber Company 


201-206 May Blidg., Montgomery, Ala. 


HARDWOODS 


Complete Planing Mill facili- 
ties. Modern Fan-type Cross- 
Circulating Dry Kilns. 
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MANUFACTURERS and 
WHOLESALERS of 








HEPHERD LUMBER CORPORATION 


MILLS AT McRAE, GEORGIA and MONTGOMERY, ALABAMA 


Yellow Pine and Hardwoods 


Timbers, Rough and Dressed, up to 18x 30-40 ... Plank 

. - Dimension ... Boards... Flooring. . . Kiln-Dried Finish 

.» ~ Ceiling . . . Siding . . . Railroad and Car Material. 
Material from both mills Grade-Marked if desired 


ADDRESS INQUIRIES TO BOX 139, MONTGOMERY. ALABAMA 
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Among Lumbermen’s Clubs 


Tacoma Lumbermen's Club Has 
Annual Golf Tournament 


facoma, Wasu., Aug. 18.—Robert 
Studebaker of Bellingham, with a net score 
of 69, captured the twenty-first annual golf 
tournament of the Tacoma Lumbermen’s 
Club plaved over the course of the Tacoma 
Country and Golf Club. He was closely 
pressed for honors by Corydon Wagner, Ta- 
coma lumberman. Both Studebaker and 
Wagner had gross scores of 76; however, 
Studebaker had a seven handicap while 
Wagner's handicap was three. 

The meet attracted 115 individual entries. 
Tacoma defeated Everett lumbermen one up 
in match play, but the Everett men had the 
best four-man team score, 319. Tacoma’s 
four-man team scored 321 and Grays Harbor 
scored 332. Everett's team score was Ed 
Stuckell, 80; Henry Olwell, 82; Charles 
Westrom, 80, and Charles Cruikshank, 77, 
for 319. Tacoma’s team scores were Cory- 
don Wagner, 76; Nelson Perkins, 84; Ed 
Kisenhower, 79 and Everett Griggs, II, 82 
for a total of 321. 

Hugo Peterson of Tacoma won the North- 
west lumbermen’s handicap title with 85-20— 
65; Harrison B. Pearne of Chehalis and W. 
L. Hyndman of Hoquiam, both shooting 
82-12—70, tied for the Class A handicap 
title: Art Scharf of Tacoma, 81-14—67, won 
the Class B handicap: W. H. Snelgrove of 
Shelton, 85-16—69, won the Class B handi- 
cap runner-up trophy: C. H. McDonald, 
Centralia, 93-24—69, won the Class C handi- 
cap and Tom Fields of Seattle, 96-25—71, 
runner-up. 

Corydon Wagner retained his own per 
petual trophy for the sixth straight year. W 
H. Snelgrove of Shelton won the vice presi 
dent's cup and also the Douglas Fir Export 


cup. 





Eastern Wisconsin Lumbermen 
Enjoy Annual Meet 


Crepar Lake, Wts., Aug. 18.—The annual 
outing of the Eastern Wisconsin Lumber- 
men’s Club was held at Thomas’ Resort 
here with 26 lumbermen and guests attend- 
ing the 7 p. m. dinner. The program was 
without talks, featuring instead an afternoon 


and evening of games. 





Cloverland Retail Lumbermen 
Elect Officers 


HovGcutox, Micu., Aug. 19.—Gunnard 
Hult, Consolidated Fuel & Lumber Co., 
Marquette, Mich., was elected president of 
the Cloverland Retail Lumbermen’s Club at 
the annual meeting held at the Hamar’s Cot- 
tage, one mile south of Chassell, Mich. He 
succeeds FE. J. Tousignant of the Riverside 
Supply Co., Ontonagon, Mich. 

Other officers elected were John Linquist, 
Cloverland Supply Co., Crystal Falls, Mich., 
vice president, and E. E. Dickson, City Lum- 
ber Yard, Iron Mountain, Mich., renamed 
secretary-treasurer. 

Invitation to the annual meeting was in 
the form of a court summons signed by 
‘Attorneys’ Hamar, Seiler, Armstrong and 
Jousignant, in charge of the affair. Otto 


Lieber, Jr., Neenah, Wis. president of the 
Wisconsin Retail Lumbermen’s Association 
Was principal speaker, discussing merchan- 
dising in the lumber industry. 
One-hundred and twenty retail lumbermen, 
their wives and friends attended the 6:30 
banquet at which there were two inspira- 
tional speakers. The annual Lumbermen’s 
Ball of the club concluded the proceedings. 
It was decided to hold the 1942 annual 
meeting of the club at Crystal Falls, Mich. 





August Hoo-Hoo Tournament 
Draws Large Attendance 


DreLAVAN, Ws., Aug. 19.-—Fifty-three 
golfers took part in the August Hoo-Hoo 
golf tournament at Lake Lawn, with Buzz 
Jacobson of Menomonee Falls turning in 
low gross with a 72, and Tom Gunderson, 
Milwaukee, second low gross with 79. First 
low net honors went to Henry J. Lay of 
West Bend with a 65, while Art Jacobson of 
Menomonee Falls was second. Prizes were 
awarded at the dinner attended by 72 lum- 
hermen. The next tournament will be held 
Wednesday afternoon, Aug 27 at Merrill 
Hills Country Club at Waukesha, at which 
time gold, silver and pewter cups will be 
awarded. 
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Baltimore and Washington Club 


Plans for Season 


Battimore, Mp., Aug. 18.—The Baltimore 
and Washington Lumber Sales Club is pre- 
paring to resume its fall and winter activ- 
ities, following the summer recess, on Sep- 
tember 8, when the organization will meet at 
the Hotel Longfellow here. It is expected 
that one of the matters to come up for spe- 
cial discussion is the action of Leon Hen- 
derson in fixing a ceiling for short leaf pine 
in an effort to hold down the market, and 
thus eliminate any impairment of progress in 
the preparations for Defense. 

President Arthur V. Charshee is ex- 
pected to have his list of committees ready 
to get the club work started, and it is thought 
that a substantial addition to the membership 
will be made. 





Bids High for Oak Cooper- 
age Stock 


RUSSELLVILLE, Ark., Aug. 19.—The high- 
est bid ever made to the Ozark National 
Forest for white oak cooperage timber was 
that of Louisville (Ky.) Cooperage Co. re- 
cently. The company will pay $36 per 
thousand, plus 50 cents per thousand for 
co-operative forest work, for 950,000 board 
feet of timber. The trees to be marketed 
are over mature and selectively marked; they 
are about 200 years old. 


Hoo-Hoo Fiftieth Convention is Announced 


The crescendo snarling of the Big Black 
Cat is becoming audible throughout the 
United States and Canada, and threatens to 
develop such volume by October eighth, that 
thousands cof Hoo-Hoo members will hear 
the call, rush to the lairs at Hot Springs and 
Gurdon, Arkansas, and pay homage and 
obeisance either fore or aft depending on 
status as Old Cat or Kitten. 

George W. Dulany, Jr., 9967, Snark of 
the Universe, in a letter to the AMERICAN 
LUMBERMAN, outlines the tentative and as 
yet incomplete program for the fiftieth and 
greatest of all Concats to be held on the 
second day of a three-day convention of 
Hoo-Hoo that will open on October 8 and 
close on the tenth. Convention headquarters 
will be the Arlington Hotel, Hot Springs 
National Park, Arkansas. Just a few miles 
away, within easy reach, is the town of Gur- 
don where, fifty years ago, the International 
Concatenated Order of Hoo-Hoo~ was 
founded by a small group of lumbermen. 

Never completely extinct since its found- 
ing, Hoo-Hoo, like many greater and lesser 
orders, struggled against almost overwhelm- 
ing odds during the depression of the early 
thirties. However, two small groups in 
Minnesota and Washington, and numerous 
scattered individuals were impelled by the 
conviction that, if we may paraphrase, “there 
will always be a Hoo-Hoo,” and kept alive 
the nucleus and spirit necessary to a revival 
which occurred several years ago. Today, 
Hoo-Hoo is a strong, vital influence in the 
lumber and lumber products industry. Thou- 
sands of old members and __ increasing 
thousands of new ones are active in the coun- 
cils of dozens of local Hoo-Hoo clubs func- 
tioning all over the United States and 
Canada. 


The program as developed thus far, and 
as announced by Mr. Dulany, is as follows: 


1. After arrival by bus from Hot Springs 
on the second day, a ceremony at the big 
Hoo-Hoo Monument in Gurdon City Park. 


2. Luncheon at noon in the quarters of 
the Gurdon Chamber of Commerce. 


3. In the afternoon, a Concat at the high 
school gymnasium, only 100 feet or so from 
the Chamber of Commerce. 


1. A picture show in the Gurdon Hoo- 
Hoo Theatre for the ladies during the 
Concat. 


5. Return to Hot Springs by bus in time 
for big annual dinner. 


Mick Hawkins, 27736, Little Rock, Ark., 
is chairman of the Arrangements and Enter- 
tainment Committee, and J. McEwen Ran- 
som, 29214, Memphis, Tenn., (Supreme Gur- 
don) is chairman of the committee on 
Kittens and Concat. Don Montgomery, 30285, 
Milwaukee, Wis., (Supreme Senior Hoo- 
Hoo) is handling the details of working up 
the program. Ample initiation equipment is 
available in the vicinity, and an experienced 
degree team will be selected and announced 
later. Suggestions are in order for stunts 
that will amuse the audience and not injure 
the physique or dignity of the kittens too 
much. 

One suggestion that came to the AMERICAN 
LUMBERMAN is a “That Reminds Me of 
One” contest to select the nine best stories 
of the year, the stories to be read at the 
convention for the amusement if not the 
edification of the members. Details of oper- 
ating the contest are left to the Supreme 
Nine or a committee, 
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More Mountain Dealers Fined 


DeENvER, CoLo., Aug. 18.—Additional fines 
against indicted lumber and cement deal- 
ers in the Rocky Mountain States were levied 
in United States district court this week. 
To date the Government has assessed $55,920 
fines on nolo contendere pleas since charges 
of violating the Sherman anti-trust were 
made last spring against 240 individuals 
and firms. Fines during the week were 
levied as follows: 

L. R. Aldrich, of Billings, Mont., general 
manager Aldrich & Co., $1,000; Diamond 
Lumber & Hardware Co., Lovell, Wyo., of 
which Mr. Aldrich is secretary-treasurer, 
$1,500; Rohlff & Lumber & Supply Co., 
Casper, Wyo., $2,000; A. O. Bloedorn, Tor- 
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rington, Wyo., Bloedorn Lumber companies 
of Wyoming and Colorado, $1,500; F. S. 
Coulter, Worland, Wyo., $700; Foe-Saun- 
ders Lumber & Hardware Co., Greybull, 
Wyo., $700; King Lumber Co., Greeley, 
Colo., $800; E. E. King, Greeley, president 
Mountain States Lumber Dealers’ Associa- 
tion, $600; Oscar J. Lamm, Cheyenne, Wyo., 
$1,200; C. E. Stewart, Thermopolis, Wyo., 
$1,050. 


At request of the Government, charges 
against Aldrich & Co., Wyoming and Mon- 
tana, were dismissed. 

Those fined during the week had changed 
their pleas from not guilty to nolo 
contendere. 

Additional defendants, who pleaded not 
guilty, will stand trial in September. 
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Chains Show Increase 


Retail chains in the United States have 
increased in the two year period just closed 
by almost 3,000, approximately one-third of 
their 1939 total, and now number 12,783, the 
highest point on record according to the 
1941 Chain Store Directory published by the 
brokers’ division of the National Association 
of Real Estate Boards, Chicago. Just off 
the press, the directory, published every two 
years, lists every known retail chain in the 
United States having three or more outlets. 
Total number of chain store outlets also 
shows an increase, of not quite 7 percent, 
over the 1939 total of 340,048. The directory 
sells to the non-members at $5. 








TIDEWATER RED 















Millions of feet of genuine Tidewater Red 
Cypress are available to fill your order. 


> BURTON-SWARTZ CYPRESS CO. 


The mills of Angelina, with modern machines and equip- 
ment, manned by skilled workers, manufacturing by 


modern methods, can serve you promptly and com- Virgin Pine 
pletely. Depend on Angelina for Short Leaf Pine, Oak, d 


Gum, Ash, Cypress, Gum Veneer, Dimension, Finish, oo 
Hardwoods 


PERRY 
FLORIDA 








Casing, Base, Mouldings, Oak and Maple Flooring, Oak 
and Gum Trim, Lath, Pickets, Woven Wire Picket Fence. 
Straight Cars and Mixed Cars. ‘Phone, Write or Wire. 


NGELINA “Sudden 


CHICAGO REPRESENTATIVES: ’ 4 
JOHN H. SHOOK LUMBER COMPANY, a wae = 


110 N. Franklin St., Chicago, Tl. ie : 
ANGELINA COUNTY LUMBER COMPANY, Keltys, Texas 


Retail and Industrial Sales 
KURTH LUMBER MFG CO., Clarksville, Texas ANGELINA HARDWOOD CO., Keltys, Texas 
TROUT CREEK LUMBER CO., Kirbyville, Texas Mills at Ewing, Tex. and Ferriday, La. 
TEXAS OAK FLOORING CO., Dallas, Texas 














Service” 


A. E. BOATRIGHT LUMBER COMPANY, 
111 W. Washington St., Chicago, Il. 
Railroad and Car Material 

















PACIFIC 
eal 


FAST, COURTEOUS SERVICE 
BY TRUCK AND TRAIN 


STRAIGHT OR MIXED CARLOAD SHIPMENTS 


PAMUDO PLYWOOD ...DOORS 
FRAMES, MOULDINGS 
SASH & GLASS ...WALLBOARD 


LOS ANGELES, Calif. CHICAGO, I. 
ST. PAUL, Minn. BALTIMORE, Md. 
KANSAS CITY, Kan, NEWARK, N, J, 


HOME OFFICE: TACOMA, WASHINGTON 
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MODERN-LINE PLATED | 
RadDevily 
GLASS CUTTERS 








New standard handles 
on all models. Heavily 
plated and polished. 


Perfect finger rest. 
Long-life, machine 
made uniform alloy 
steel wheels. 


Oversize hard bronze 
axle, smooth opera- 
tion. Pregreased. 
Rustproof. 


LANDON P. SMITH, INC. 
IRVINGTON, N. J. 


New VISIBLE DISPLAY! 


GLASS CUTTERS + GLAZIERS POINTS + GLASS PLIERS 
PUTTY KNIVES + WOOD SCRAPERS + PAINT CONDITIONERS 
FLOOR SANDING MACHINES + ELECTRIC FENCERS 








Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 
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THE LUMBERMAN POET 








IMMORTALITY 
From Issue of Jan. 20, 1906 


For there is hope of a tree, if it be cut down, that it will sprout again—Job 14:7. 


There is no end of life. The tree that falls 
3eneath the ax, or shattered by the storm, 
Gives up but that which was its show of 
strength ; 
Its wealth of 
leaves, 
The trunk that marked the progress of its 
years. 
These only die. The life sap still is there, 
Still there the soil, still there the bending 


blossoms and its breathing 


There is no end of life. The man who falls 
But dies as dies the trunk of fallen tree, 

To live again in richer garb and hue. 

For, in the tree, life’s essence still is there, 
And, in the man, the soul may never die— 
It does but drop the thing that once it was, 
Its earthly form. Its life it still retains 
And, mounting upward, lifts its golden bloom 











Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade ot 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 











GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 














FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 














sky, 


Still there the sun that warmed its crown 


of green, 


Still there the springs that fed its hidden 


roots. 


So, from its shatterd form, new life shall 


come, 


New leaves put forth, new blossoms deck the 


glen, 


And where it was the tree again shall be. 


reach. 
Yea, mounting 
shower 


Where, in its earthly shape, it might not 


upward, casts its petaled 


Upon the footsteps of the mighty throne 


That gave it life. 


Trees fall, men die, worlds change, 
But life lives on and on. 


For to the soul 


There comes no death, there is no end of life. 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








Probably there is no 
more noteworthy sign of 
the times, pregnant with 
impending change, than 
the feeling of unrest that 
pervades the _ industrial 
classes. Although this 
country undoubtedly pro- 
vides better opportunities 
for the wage earner than 
any other, it is very evi- 
dent a deep lying feeling 
has possession of his class 
that labor under the pres- 
ent wage system is not 
receiving adequate reward, 
and to this feeling is to be 
ascribed the constantly re- 
curring and increasing so 
called “labor troubles.” It 
is very possible that we 
are on the eve of a blood- 
less revolution, or rather 
evolution from the present 
wage system to some modi- 
fication thereof, in which 
co-operation will play the 
most important part. 
Should this be the case, 
and there is no better field 
for the working out of the 
problem than this country 
presents,—and labor be 
lifted to a plane where it 
may find freer scope for 
its activities and more 
adequate reward, these 
preliminary contests will 
not have been so utterly 





vain as many of them now 


appear. That this may be 
their ultimate outcome 
every true lover of his 


kind must hope. 
* * * 


The unfortunate strike 
among the laboring ele- 
ment in the lumber yards, 
has this spring given the 
early business a_ back-set 
and was unfortunate from 
every standpoint. If judged 
by what I could learn of 
the origin of the difficulty 
the ceaseless tide of im- 
migration to this country is 
working these social up- 
turnings among the labor- 
ing element, and bringing 
about un-American and 
thoroughly unsatisfactory 
relations between employer 
and employees. 


* * * 


ATLANTA, GA., June 1.— 
The railroads are desirous 
of advancing rates on lum- 
ber. The rates on lumber 
were reduced by a_ hori- 
zontal cut of 20 percent in 
1887. The basis of the 
railroad’s plea for asking 
an increase at present, it 
is said, is that Georgia’s 
last legislature delegated 
county and municipal 





authorities the right to tax 
railroad property within 
their limits, and the only 
relief the railroads have is 
an increase in rates. The 


Georgia commission de- 
clined to grant higher 
rates. 

* * * 


No one feature marking 
the evolution of the lum- 
ber industry from its prim- 
itive conditions is more 
noteworthy than the rapid 
increase of logging rail- 
roads. At the North, oper- 
ators through their aid 
have largely emancipated 
themselves from their 
bondage to climatic condi- 
tions, and the Chippewa 
River & Menominee road 
in Wisconsin, costing with 
its equipment more than 
$100,000, and that of the 
Manistique Lumbering Co. 
in Michigan, may be taken 
as types of those of that 
section. At the South. 
where the lumber industry 
has had a much more re- 
cent rise and growth, the 
logging road has_ been 
from the first a most im- 
portant factor and_ the 
mileage of these roads, 
being added to by constant 
construction, is rapidly in- 
creasing. 











941 


1m 





ng 


m- 
re 
vid 
il- 
er- 
vid 
ed 
pir 
di- 
wa 
ad 
ith 
an 
he 
CO 
en 
lal 
th 
try 


the 
EN) 
im- 
the 
ds, 
ant 

in- 





jugust 23, 1941 


QUERIES 


OFFERS BUTTERNUT HICKORY 
PILING 


We have a considerable number of but- 
ternut hickory trees that would make 
wonderful piling in fairly long lengths. 
We would like to get in touch with some 
concern Which is in need of such mate- 
rial. If it is possible for you to give us 
the name and address of anyone who 
might be interested, we will appreciate 
your doing so. 

[This inquiry comes from a concern in 
north central Michigan. Anyone in need 
of the material described will be put in con- 
tact with the inquirer by addressing the 
AMERICAN LUMBERMAN.—EDITOR. | 


WANTS LUMBER FOR BUILDING 
CABIN CRUISER 


We have a friend wanting to construct 
a cabin boat, and, knowing nothing about 
the kind of material to use or where it can 
be purchased, this letter is written to in- 
quire if you can put us next to someone 
able to furnish this material. 





{To this inquirer, a Pennsylvania dealer, 
has been sent a list of firms that specialize in 
supplying boat building lumber. He has also 
been directed to sources of plans and instruc- 
tion in building methods. Copies of list of 
boat lumber specialists are available on re- 
quest.—EpITor. | 


WASHINGTON NEWS 


THREE BOOKLETS OFFER GUIDANCE 
ON SELLING TO GOVERNMENT 
WasuHincton, D. C., Aug. 18—A pam- 

phlet designed to supply information concern- 

ing procedures employed by various Govern- 
ment agencies in making routine purchases 
of merchandise for civilian needs, is available 
from the Department of Commerce for the 
information of businessmen who desire to sell 
to Federal units. “How to Sell to the Gov- 
ernment for Civilian Needs” may be had 
without charge upon application to the De- 
partment at Washington or any of its field 
offices. It is not likely that the purchasing 
methods by the various Agencies of the 

Government as outlined in the booklet will 

be radically changed by the impact of De- 

fense needs, it was said. 

Army and Navy purchasing is explained 
by two booklets. “Army Purchase Infor- 
mation Bulletin” (1940) may be had by writ- 
ing the War Department, Washington, D. C. 
“Selling to the Navy” may be had upon ap- 
plication to the Navy Department, Wash- 
ington, D. C. 











DEFENSE DEMAND INCREASES 
NATIONAL FOREST RECEIPTS 


WASHINGTON, D .C., Aug. 18.—National 
l‘orest timber sales reached an all-time high 
in 1941, the Department of Agriculture an- 
nounced today. Receipts were $4,789,040, 
compared with $4,389,893 in 1930.  Thou- 
sands of timber sales were to small pur- 
chasers in amounts of less than five hun- 
dred — dollars. The total income was 
$6,681,825. Receipts included $1,429,091 graz- 
ing fees and special use fees of $383,477 for 
summer home sites, resorts and other pri- 
vate or semi-private developments. Water 
power permits returned $77,587, special fish 
and game permits conducted in co-operation 
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with the States yielded $2,250, and trespass 
cases added several hundred dollars. Largest 
increase was in the southern region, where 
receipts were $285,338 more than in 1940. 
In the North Pacific region, the increase 
was $233,241. In the Central States re- 
gion, returns were nearly doubled, jumping 
from $206,466 to $380,448. National for- 
ests of the East, which consist largely of 
second-growth and cut-over land acquired 
since 1911 at a few dollars an acre, are 
steadily increasing their income. Super- 
visors and regional administrators reported 
that the demand for lumber has enabled 
them to sell products which were moving 
slowly previous to the Defense Program. 
Twenty-five per cent of the receipts is used 
for public purposes locally. 
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Canadian Spruce Grading 
to Be Regulated 


MontreaL, P. Q., Aug. 18.—Regulations 
anent the grading of spruce lumber are now 
under consideration at Ottawa, and _ if 
approved will be applied to the lumber trade 
of the Maritime Provinces and Quebec. 
Action in this regard was urged by the 
Maritime Lumber Bureau, and the plan 
has the intention of securing better prices 
for quality lumber. Heretofore, virtually all 
lumber intended for domestic trade as well 
as export has sold at the same price, but 
grading regulations will give the millman or 
operator with good lumber a distinct prefer- 
ence over run of mill material. 











Exchange MIXED CAR Service 


Brings You Every Home Building Item 
Except Shingles In A Single Carload! 


Here is a car partially loaded with pine 
items at one Essco mill, stopped at 
another Essco mill and the load com- 
pleted with oak flooring. Excepting 
shingles—every home building lumber 
item may be included in MIXED CARS 
of Essco lumber. Moreover, the time, 
money, skill and care, which Essco mills 
put into scientific seasoning, pre-shrink- 
ing and precision milling, are thoroughly 


protected by careful loading. Lining of 


the car with Kraft paper, for instance, 
costs extra money, but it brings your 
lumber through to you Essco dried to 
the point of moisture equilibrium. 
Exchange’s MIXED CAR Service saves 
you freight, enables you to maintain your 
stock in balance resulting in more uni- 
form turnover of working capital. Re- 


member too, that other turnover factor 
of Essco lumber. Its Plus Value makes 
it easier to sell. 





a ee 

Southern Pine—Southern 

Hardwoods — Ponderosa 

Pine—West Coast Woods 
Oak Flooring 











EXCHANGE SAWMILLS SaLes Co. 


1111 R.A. Long Building 


Kansas City, Missouri 
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ere’s What's New 


Booklet Suggests Rental Sander 
Sales Helps 


An effective guide book to publicizing a 
rental floor sander department has been pub- 
lished by The American Floor Surfacing 
Machine Co., 503 S. St. Clair St., Toledo, 
Ohio and entitled “How to Make More 
Money in the Floor Sander Rental Busi- 
ness.” It details suggested displays and 
illustrates show cards, direct mail pieces, ad- 
vertising mats and electros that are avail- 
able from that concern. The company also 
has rental record sheets providing indicated 
spaces for all information necessary with 
each rental. These are sold in tablet form. 
The booklet is available without charge from 
the American company. 





Garden Cart Glamorized 
The Milcor “Pick-Up” cart, only recently 
developed and marketed by the Milcor Steel 
Co., Milwaukee, Wis., has been redesigned 
and “glamorized” for still greater sales ap- 
peal. Additional strength and greater ease 





of handling are also said to be new features. 
The new model is painted sunrise orange 
with black and silver wheels, fluted sides 
and a one-piece tubular steel handle. Load 
balance eliminates strain on the user, and the 
front lip tips down flush with the ground to 
receive heavy objects. Further details are 
available from the Milcor company. 





Book Traces Manufacture of 


Paper and Wallboard 


Recently published by The Minnesota & 
Ontario Paper Co., Minneapolis, Minn., is a 
book entitled “The Story of Mando Prod- 
ucts.” It is highly illustrated and details 
the steps in the manufacture of paper and 
“Insulite” from the forest to the finished 
products. It is a reliable source of informa- 
tion about these processes. A number of the 
company officials are pictured and introduced. 
Copies are available from the company. 





Non-Slip Footwear for Building 
Industry 


‘Paul Sperry, an experienced yachtsman, is 
the originator of an unusual non-slip shoe 
sole which has been found useful by roofers 
and other construction workers. Known as 
the “Sperry Top-Sider,” shoes with this sole 
are being manufactured by the United States 
Rubber Co., Rockefeller Center, New York, 
N. Y. On the straight-away the sole is per- 
fectly smooth; in action thousands of small 


rubber waves open up to create a squeege 
effect. It will not slip even under water. 
U. S. Rubber Co. asks that all companies 
who have problems with damp, oily or other 
slippery surfaces submit them for considera- 
tion. 





Publication Tells Causes and 
Remedies for Paint Blisters 

Tight construction is blamed for paint peel- 
ing on new homes in an article published in 
the current “T.T.O. News,” journal of the 
O’Brien Varnish Co., South Bend, Ind. 
Blistering and peeling, the article indicates, 
show up only where water and moisture are 
present. In modern air-tight construction, 
moisture between inner and outer walls finds 
only one means of escape. The heat of the 
sun pulls it through the siding of the house, 
and it loosens the paint film. The ‘“T.T.O. 
News” contains a table of this and other 
causes of paint peeling and blistering and 
their remedies. A copy is available from the 
O’Brien company. 


1941 Edition of Glue Guide 
Available 


A complete guide for gluing in book form 
has been compiled and issued by the Casein 
Co. of America, Dept. AL, 350 Madison 
Ave., New York, N. Y., and is sent free by 
that company to any dealer requesting a 
copy. This fourth and new edition of the 
“Casco Gluing Guide” gives directions for 
over 50 household and sports equipment re- 
pairs. Information included insures against 
glue failures. A chart shows which glue to 
use for different joints and materials. 








New Literature Concerning 
Scientific Belting 


A new catalog section on its line of ‘“Mul- 
ticord” belting has been published by The B. 
F. Goodrich Co., Akron, Ohio, and is now 
available upon request to the manufacturer. 
The section discusses construction and ad- 
vantages of this type belt, including the ap- 
plication of the “Plylock” splice to make 
belts endless on the pulleys in the plant. 
Tables of minimum pulley diameters and ap- 
proximate weights of 100 foot lengths of 
varying widths are included. 





Book Tells Merits of Gypsum 
Sheathing 


Complete information on the qualities of 
gypsum sheathing is contained in a new 
booklet entitled “Gypsum Sheathing” and 
published by the Gypsum Association, 211 
W. Wacker Dr., Chicago, Ill. The book 
pictures and explains fire tests and tells 
about the durability, weather resistance, lack 
of shrinkage, cost and availability of the 
material. The government has used more 
than 100,000,000 square feet of it in army 
camps and defense housing. Photographs of 
gypsum sheathing which has been in serv- 
ice ten or twelve years, and letters from con- 
tractors and owners are included to substan- 
tiate the claims for durability. A copy will 
be sent upon request to the Association, 
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Glue Window Display Available 
to Sellen 


A new nine-color pre-tested display for 
“Weldwood” plastic resin waterproof glue 
in cans retailing at 10 to 85 cents is avail- 
able to dealers who can arrange to feature 
it in their display windows for a specified 
period. Colorful drawings illustrate the 
product’s wide variety of uses and empha- 
size its strength and other merits. Overall 
dimensions are: height, 2714 inches; width, 
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30 inches at base, 18 inches at top. For 
full details dealers should write to the Dis- 
play Division, United States Plywood Corp., 
616 W. 46th St., New York, N. Y., giving 
their “Weldwood” jobber’s name, and in- 
dicating when and how long the display can 
be featured. 





Plywood House Plans 
Offered Free 


Each of the eight F.H.A. accepted Na- 
tional Homes Foundation village and farm 
house plans have been published in indi- 
vidual booklet form by the Douglas Fir 
Plywood Association, Tacoma Bldg., Ta- 
coma, Wash. and are offered to dealers free 
of charge. The booklets show how these 
plans can be “Dri-Bilt” with Douglas fir 
plywood. It is suggested that houses so 
constructed can be occupied soon after com- 
pletion, have rigid, wind-tight walls, and can 
be financed through the F.H.A. Address 
the Douglas Fir Plywood Association for 
the plans and further information. 





Dye-Enamel Process for Concrete 
Floors 


In developing the materials to be used in 
a dye and enamel process for concrete 
floors The Wilbur & Williams Co., Park 
Square Bldg., Boston, Mass., have attempted 
to overcome all problems related to the 
painting of those surfaces. The “Dye- 
Crete” method consists of applying a spe- 
cial dye which penetrates the concrete and 
thus prevents mechanical wear from caus- 
ing the material to lose color. Next opera- 
tion is the application of a synthetic enamel 
which adheres solidly to the stained con- 
crete, is not affected by moisture or lime, 
and is resistant to alcohol and many other 
chemicals. This is a flat finish, the last 
being a gloss coat. The process may be 
done within an hour. “Dye-Crete” stain and 
“Dye-Crete Defensite Coating” are supplied 
in four suitable colors. Further information 
available from the manufacturer, 
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Manufacturers Endorse 
Woodwork Program 


Returning from a seven week trip visit- 
ing Ponderosa Pine lumber shop producers 
and woodwork manufacturers in Montana, 
Idaho, Washington, Oregon, California and 
Arizona, Robert M. Bodkin, general man- 
ager of Ponderosa Pine Woodwork, with 
headquarters at 111 W. Washington St., 
Chicago, Ill., reports widespread endorse- 
ment of the new Ponderosa Pine program. 

“Members and non-members that I talked 
to were convinced that the program would 
produce results,” said Mr. Bodkin. “They 
were impressed with the fact that we were 
not dealing in generalities but rather selling 
ideas and showing specific ways in which 
doors, frames and windows and other wood- 
work made of Ponderosa Pine can be used. 
We believe that this method of promoting 
the wider use of doors and windows will 
not only give the consumer a real service 
but show benefits to the retail lumber deal- 
ers in increasing sales. 

“In our recently published ‘idea’ book 
‘Open House,’” continued Mr. Bodkin, “we 
have collected a large number of practical 
ideas which will assist the consumer in 
crystalizing his plans for better door and 
window arrangements to give both conveni- 
ence and beauty to interiors of homes. 

“Ponderosa Pine Woodwork was organ- 
ized by shop lumber producers and wood- 
work manufacturers for the sole purpose of 
promoting the wider use of doors, frames 
and woodwork. Its program includes con- 
sumer advertising, publicity, regular infor- 
mation releases to jobbers and others and 
field work with both jobbers and dealers. 

“Membership in Ponderosa Pine Associa- 
tion is open to any manufacturer of wood- 
work or shop lumber who recognizes that 
this program represents an opportunity to 
serve the consumer as well as the dealers 
and jobbers and at the same time help him- 
self by broadening his own markets.” 

In continuing the objectives of this group 
Mr. Bodkin said, “this is a long range pro- 
ram. Benefits to dealers and jobbers can- 
not be expected over night but over a period 
of years there will be many benefits to be 
made even more important by their accumu- 
lative effect. 

“We are adding new members regularly. 
Already the membership list is imposing. 
On this trip I found that the long range 
view point appealed to both present and 
prospective members. After all both pro- 
ducers and manufacturers are interested in 
one thing—a steady flow of continuous busi- 
ness which can come only through public 
recognition of the merits of their products. 
Ponderosa Pine Woodwork was set up to 
do that job. I feel confident that it will.” 





Electric Termite Detector 


Gets Write-Up 


With pictures and story the Chicago 
lribune, “The World’s Greatest Newspa- 
per,” recently told about an electrical sound 
detector which is being used by termite 
exterminators to locate the pests in wood. 
The photograph showed the microphone of 
the apparatus being applied to a termite 
riddled beam. 

In a subsequent release the American 
Lumber & Treating Co., 332 S. Michigan 
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Ave., Chicago, Ill., points out that in one 
buried statement the Tribune story says, 
“Termites avoid treated wood.” 

The company statement goes on to lament 
the fact that the act of exterminating ter- 
mites—driving thousands of the little pests 
from a structure before it collapses—is in 
itself so much more dramatic than simply 
purchasing treated lumber from a dealer, 
thus insuring the structure built thereof 
from infestation. However, the firm sees 
in treated lumber the same type of drama 
as that which drew public interest to stain- 
less steel and safety glass, and indicates 
that future promotional programs should 
stress these features. 
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Preservative Has Thirty 
Year Record 


Thirty years of successful use in Europe 
and the tropics are behind “Cuprinol,” a 
liquid treatment for lumber which is said to 
prevent rot and insect attack. It is non- 
poisonous to humans, animals, birds or veg- 
etation, and may be applied by brush, spray 
or immersion. It is long lasting; it will not 
leach out, and may be used successfully _un- 
der paint or varnish. Further information 
is available from Cuprinol, Inc., 515 Massa- 
chusetts Ave., Cambridge, Mass. 












































Use this Proved Sales Promotion Plan 





Here’s the way to “hit a new high” in profits in your paint 
department. Use the proved BPS Sales Promotion Plan. 

That’s exactly what thousands of paint dealers in the 
United States are doing every day and have been doing for 


many years. For instance, one dealer recently wrote: 


ROUTE TO 
PROFITS 


“Our connection with your concern, which dates back 
more than twenty years, has been a satisfying and most 


profitable business association that we have had the privilege of enjoying.” 

The plan works like this: First you become an exclusive Patterson- 
Sargent franchise dealer in your community. The profit route smooths 
out, the plan goes into action. It creates the desire to paint... aids in 


color selection ... directs the prospect to buy from you. 
You get more store traffic than you ever saw before... 
increased paint sales... increased profits, not only on 
paint but on other items in all departments. 

To make profits Zoom, write The Patterson-Sargent 
Company, for complete details on how you can become 
the exclusive BPS dealer in your community. 
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Let this name be 
your guide in buying 


Re}, Tc) 
LEAF 


Yellow Pine 


Aristocrat of Structural Woods 








This is the lumber that's tough, 
strong and enduring. You can 
back it with your best recom- 
mendation. Make it your lumber 
leader and it will help you build 
good trade. Properly seasoned, 
accurately manufactured, it has 
quality through and through. 
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MONTGOMERY, ALABAMA 


MANUFACTURERS 


SOUTHERN PINE 
LUMBER 


Specializing in Shed Stock and Boards, One- 
half by Six Poplar Bevel Siding, Mouldings 























CALBAR 
CAULKING 
COMPOUND 


FOR ASBESTOS 
SHINGLE SIDING 
It is necessary to seal Nail Holes, Cor- 
ners and Openings around Windows 
= Doors in order to provide a re 
aterproof ° se CALBAR  CAULKI 
COMPOUND _ 
Asbestos Shinate Siding usually requires a 
Brilliant White color or Brilliant Light Gray, 
other colors can also be furnished. Made in 
several Grades, easily applied with Calbar 
Pressure Gun. 
Send for information or order thru your Jobber. 


CALBAR Paint & Varnish Co. 


Manufacturers of Technical Products 
2612-26 N. MARTHA ST. - PHILADELPHIA, PA. 
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NATIONAL PRODUCTION, SHIPMENTS, ORDERS 


WASHINGTON, D. C., 


Aug. 





is the National Lumber Manufacturers’ 


Asso- 


ciation’s report for two weeks ended Aug. 9, and for thirty-two weeks ended that date, cover- 
ing mills whose statistics for both 1941 and 1940 are available, and percentage comparisons 
with statistics of identical mills for the corresponding period of 1940: 

















Av. No Per- Per- Per- 
Mills. Production cent Shipments ceat Orders cent 
TWO WEEKS: Rpteg. 1941 of 1940 1941 of 1940 1941 of 1940 
Total Softwoods .. 382 558,295,000 114 578,900,000 118 3,607,000 98 
Total Hardwoods... 93 20,867,000 141 22,974,000 127 '000 102 
Total Lumber ..... 461 “579, 162,000 115 7 601,874,000 1418 577,131,000 9S 
Total Oak Flooring 65 23,116,000 127 24,630,000 125 27,197,000 S4 
THIRTY-TWO WEEKS: 
Total Softwoods .. 383 7,432,290,000 114 7,848,333,000 116 8,230,985,000 120 
Total Hardwoods.. 97 352,514,000 116 389,098,000 125 380,079,000 122 
Total Lumber...... 462-7, 784,804,000 114 8,237,431,000 117 8,611,064,000 120 
Total Oak Flooring 65 337,634,000 127 337,979,000 127 376,023,000 125 
Wasuineton, D. C., Aug. 18.—Following is the National Lumber Manufacturers’ Associa- 
tion’s report for the five weeks ended Aug. 2 and for thirty-one weeks ended that date, 


covering mills whose statistics for both 1941 and 1940 are available and percentage com- 
parisons with statistics of identical mills for the corresponding period of 1940: 


Av. No. 

Mills 
FIVE WEEKS: Rpte. 
Softwoods: 
Southern Pine ..... 120 
WOSt COGS .ccceses 126 
Western Pine ..... 40 
California Redwood 14 
Southern Cypress .. 9 
Northern Pine ..... 8 


Northern Hemlock. 17 


Total Softwoods.. 385 
Hardwoods: 
Southern Hardw’ds. j;7 
Northern Hardw’ds. 17 
Total Hardwoods. 94 
Total Lumber.... 


Oak Flooring ..... 65 
Maple, Beech and 
Birch Flooring .. 14 


THIRTY-ONE WEEKS: 


Softwoods: 

Southern Pine ..... 124 
West Coast ...<.:- 126 
Western Pine ..... 90 
California Redwood 14 
Southern Cypress.. 9 
Northern Pine ..... 8 
Northern Hemlock. 18 


Total Softwoods.. 350 
Hardwoods: 


Southern Hardw’ds. 778 
Northern Hardw’ds. 18 


Total Hardwoods. 96 

Total Lumber ... 468 
Oak Flooring ..... 65 
Maple, Beech and 

Birch Flooring .. 14 





y¥Units. 
*Four weeks and 


year e 

















Per- Per- Per- 
Production eent Shipments’ cent Orders cent 
1941 of 1940 1941 of 1940 1941 of 1940 
160,825,000 122 200,232,000 1380 236,578,000 130 
555,258,000 116 581,839,000 112 632,625,000 103 
$50,285,000 121 415,943,000 117 422, 281, 000 111 
49,686,000 141 2,367,000 129 54,109,000 140 
9,338,000 94 12) 776,000 113 12,369,000 111 
12,712,000 48 15,021,000 93 13, 732, 000 72 
13,680,000 137 12,816,000 125 14,983,000 189 
1,250,802,000 117 1,298,023,000 117 1,408,237,000 111 
ad 
41,972,000 159 45,396,000 125 43,745,000 115 
10,468,000 152 17,035,000 145 17,372,000 141 
52,440,000 158 62,431,000 130 61,117,000 122 
1,303,242,000 119 960,454,000 117 1,469,354,000 111 
56,154,000 62,400,000 65,080,000 
4,894,000* 130,000* 7,441,000* 
1,021,738,000 118 1,( oes. 685,000 118 1,147,963,000 126 
3,512,393,000 112 3,639,967,000 113 3,773,723,000 117 
2,129 809, 000 114 2;¢ 3 30. 846,000 118 2,497,763,000 124 
273,390,000 118 ppt yp te 124 312,906,000 131 
64,281,000 93 81,932,000 118 76, 660, 000 116 
50,250,000 65 76, 300,000 102 73.5 849,000 95 
85,844,000 139 60,142,000 114 67,197,000 126 
7.148.809,000 113 7,551,285,000 116 7,965,003,000 121 
238,304,000 118 274,111,000 121 260,244,000 117 
103,320,000 110 103,706,000 136 107,826,000 137 
341,624,000 115 377,817,000 125 368,070,000 128 
7,490,433,000 113 7,929,102,000 116 8,333,073,000 121 


325,896, 


37,470, 


nded July 


000 


000* 


26, 1941. 


326,120,000 


39,491,000*% 


360,493,000 


41,178,000* 





REGIONAL UNFILLED ORDERS AND STOCKS AUG. 2 


Wasuincton, D. C., Aug. 





is the monthly statement by regions of eight 


groups of identical mills and two groups of hardwood flooring plants of unfilled orders and 
gross stock footage on Aug. 2 


Softwoods— 

Southern Pine 
West Coast 
Western Pine 
California Redwood 
Southern Cypress 
Northern Pine 
Northern Hemlock 


Total Softwoods 
Hardwoods— 
Southern Hardwoods ... 
Northern Hardwoods ... 


Total Hardwoods 

Total Lumber 
Flooring— 
Oak Flooring 
TUnits of production. 











No. of Unfilled Orders Gross Stocks 

Mills 1941 1940 941 1940 
ene 126 216,589,000 97,413,000 398,049,000 468,791,000 
ee 126 682,318,000 418,947,000 759,584,000 858,016,00" 
ae 88 455,510,000 251,336,000 1,145,666,000 1,371,311,000 
tits 14 72,279,000 26,838,000 250,992,000 295,406,000 
ee 9 11,087,000 6,319,000 150,798,000 191,215,060 
se 8 6,200,000 7,278,000 83,989,000 122,031,000 
aye 11 11,213,000 6,602,000 80,897,000 60,131,000 
— 385 1,455,617,000 $14,810,000 2,884,433,000 3,388,597, 0 0 
“on +77 49,914,000 42,900,000 201,843,000 251,695,000 
Era 13 26,787,000 20,757,000 98,454,000 107,307,000 
nae 90 6,701,000 63,657,000 300,297,000 359,002,000 
es 465 1,5 32° 318,000 878,467,000 3,184,730,000  3,747,599,00" 

7 82,590,000 62,365,000 57,468,000 72,002,000 


3, 1941 








iu 
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e 
S RELATION OF UNFILLED ORDERS TO STOCKS _ Western Pine Summary 
0- - * . : : ae ‘ : TLAN a . 146.— Nestern 
s Wasuincton, D. C., Aug.-18.—Following is statement of seven groups of identical mills _ Porti AND, ORE. \ug. 16 oe 
<- . : : oy Sealant AEP TAK + ie Pine Association reports as follows on 
of unfilled orders and gross stock footage on Aug. 9: ; : ; = a ae 
MS egress seniamiaein e — operation of identical Inland Empire and 
0.0 ills nfille rders ross Stocks ae . . = : 
: Reporting 1941 1940 1941 1940 California mills during the two weeks ended 
t Total Softwoodsa® ........- 375 =-1,393,254,000 846,593,000  2,894.306,000 3,395,770,000 Aug. 9: 
40 Total Hardwoods® ......... 92 7 7,257,000 69,473,000 288,724,000 364,630,000 Report of an Average of 90 Mills: 
. ps eS 55 =. 1,470,511,000 916,066,000 3,183,030,000 3,760,400,000 Total for 2 weeks ended 
4 OCR PiGOPe s.c 56 cic sciences 75 86,269,000 68,823,000 57,347,000 71,009,000 eo pre ghey ma tH 
: *Of Northern mills, 12 reported on softwood, 13 on hardwood unfilled orders; 14 mills Eb cuecteseteay rete etd Lae pied 
$ on stocks. The total number of mills (467) includes 12 northern plants that are in ae nts ic peg t yee erty ted 
J both softwood and hardwood subtotals. PRSrS PECeIve fideo Maile 
Report of 92 Identical Mills: 
» vO Aug. 9, 1941 Aug. 10, 1940 
: . : feet, an excess of 26 million feet, or 16% Unfilled orders 450,088,000 262,861,000 
z ’ : : Gross stocks...1,198,471,000 1,413,147,000 
> Loadings of Revenue Freight percent, over the estimated normal machine on nee sea : i nel ' 
5 The car service division of the Associa- capacity of the industry. This is a rate of eS ae po eg et 1 
= tion of American Railroads reports that production not exceeded for eleven years. It "1941 : 1940 
revenue freight for the two weeks ended represents unlimited effort by the industry Production Rae see 1.973, 004,008 
Aug. 9 totaled 1,761,614 cars, showing a to bring into play every resource and facility yn gael sae: 2'675.277,000 2'118'453,000 
= decrease of 35,155 cars below the number available to comply with urgent requests 
‘n for the two weeks ended July 26. Forest from the Government to increase the supply 
ne products loadings of 99,762 cars show an of Defense lumber. ; ° —* 
increase of 7,547 cars over the number for Detailed report for July (five weeks) Southern Pine Statistics 
the two weeks ended July 26. aaa ™ ei — [Special telegram to American LuMBERMAN] 
ee yY Averages tor July ‘i S P 
, P : Rtn New Or.eans, La., Aug. 20.—Following 
RII ie ces os ae eee wseeien 59,766,000 oi : 3 i” i ‘Sites 
J l F Shipments ...............222: 165,104,000 is a summary of reports from southern pine 
0 West Coast u y acts Orders Se ease mene ete 179,004,000 mills for two weeks ended Aug. 16: 
3 ° ind month— ; 
1 SEATTLE, Wasu., Aug. 16.—AlIthough West Unfilled orders ........:...... 883,493,000 Average weekly number of mills, 121; 
0 Coast lumber production for July was but Gross StOCKS ........+-.e ee eee 831,482,000 Units, 98 Two-Weeks 
; little over that of June, the four weeks suc- Cumulative Totals for 31 Weeks Three-year average production* 58,284,000 
th innit 5.093,170,000 Actual’ production ..-------.-. $7,606,000 
more than offset the loss of production in a pestreerss tote oes tet eee Orders received ............... 67,187,000 
the holiday week. Production for the month Orders by markets— ss Number of mills, 126; Units+, 98 
ras further affected bv the general takin | GREE irre ie Ae errr 2,985,105,000 : 
5 ag rs ected. y faa aR NS 5 Domestic carwse 2... 0255065 ce ss 1,529,014,000 Una sis On ee a eet 
; of the week’s vacation with pay accordec DY Gian cngaudnidnin aon eee Se Se sr eseenteeeseees 187'280,000 
— lumber industry employees in the last labor EE ert eee 715,105,000 prone eg ge Tage tinat lt piv tech ai acti 
. agreement negotiated. Production for the July output was 81.1 percent and 31 me Se Soe OF Ste Da Soe 
1 5 7 ° , a rac 89 § CO 99-96 *TInit is 2 “9 wy , ” 
: ‘ Sa weeks output was 82.3 percent of 1926-29 *Unit is 299,000 feet of ‘3-year average 
week ending Aug. 2 totaled 185 million board —years of highest production. production. 
G 
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, Last Call For Fall Building ‘'Bets’’... How Each 
‘ - e 
7 13¢ Investment In a Dierks’ House Plan Book 
3 May Sell a $1,000 Job For You! 
Dealers: Those are mighty good book so many women want. You'll 
Ys J 
odds, aren’t they? Only 13¢ to $1,000! be amazed how many leads you get— 
You can buy 100 of Dierks’ small leads that lead into big-profit sales. 
y, 
house plan books...100 chances. ..for “The Best We've Ever Seen” 
— only $13.00—13¢ apiece. Even if you Many dealers say the new 1941 
sold only one house job, you’d get all Dierks plan book, “Tested Small 
your money back with a big profit at Homes,” is ‘‘the best we’ve ever 
a selling cost of only 1.34%! seen.” Every one of the 25 modern 
xht : houses, designed by William S. Loth 
nd But, we last call to get ready “6 has been built. That means no design 
cash in this fall. Order your SuPP'Y corrections on the job. Plans, too, 
of plan books now. Puttheminthe are ayailable from the architect at 
) hands of your prospects, personally if small cost. Thus, Dierks offers you 
ooo possible., Mail them to the folks who tested selling plans to help you go 
ro have bought building lots. Or, run after a larger slice of fall sales. Mail 
ron some want ads offering this popular the coupon for sample copy, today! 
Oo0 
000 A SN A AS ME EME Ge 8 
_ O. K. Kay! c/o Dierks Lumber and Coal Co., Dept. AL-6 
000 Dierks Bldg., Kansas City, Missouri. 
Enclosed find 25¢ for sample copy of ‘“Tested Homes.” | 
Qu 
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ASK YOUR 
JOBBER 


Copyright 1941 
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NDUSTRIA 


LUMBER CO. Inc. LUMBER CO. Inc. Tite 
ELIZABETH, LOUISIANA 








Timbers, chemically treated to 
prevent stain. 
Eased Edge Dimension 


Complete line of kiln dried 
Yard and Shed Stock 




















MANISTIQUE, MICHIGAN 


J. C. Shearin 


TIMBER ESTIMATES 
SURVEYING 


Phone 625 








Franklin, Va. 
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Market News from Nat 


Seattle, Wash. 


WEST COAST WOODS—Tremendous de- 
mand continues from all sales territory, 
with the result that many mills are out 
of the market. Production is high, for 
good weather has helped to keep camps 
and mills running to capacity, and it is 
hoped that the industry may shortly catch 
up on demand. 

RAIL—tThere is some indication that 
peak of demand has been reached, for 
some buyers say it has been easier to get 
lumber. Production and shipments have 
risen above orders. Tightening up on 
supply of building accessories is expected 
to reduce lumber buying by retail yards. 
Generally the trade reports buyers still 
seeking lumber. 

SHINGLES All grades are oversold. 
Prices have advanced to the highest fig- 
ures in years. Two weeks ago No. 1 
XXXXX were quoted at $3.80 to the trade; 
$4.20@4.30 is now market. Other shingles 
have risen proportionately. 

WESTERN RED CEDAR — Demand is 
very strong and many mills are out of 
the market. 

INTERCOASTAL—More lumber is mov- 
ing by rail, due to lack of vessel space. 
Cargo mills have so much business they 
are not looking for any at this time. 

CALIFORNIA continues to buy heavily 
in lumber and shingles. A large volume 
of lumber moves by rail from Oregon 
points. 

EXPORT—Both western pine and fir 
mills are largely off the market. There 
is a good demand from the east coast of 
South America, but no ship space. Two 
or three charters have been made from 
New Orleans for South Africa. The 
United Kingdom is buying heavily in B.C. 
The Oriental market is practically dead. 

LOGS—As a result of huge demand, logs 
are strong with a tendency to advance. 
Fir moves at $15, $21 and $30; peelers, 
at $32-35 and $39-41. Shingle logs have 
advanced to $18-20, the highest figure in 
years, and cedar lumber logs move at 
$33-35. Hemlock, Nos. 2 and 3, sells for 
$15.50. Hemlock for lumber is moving as 
high as $18.50. Log inventory as of Aug. 
1 shows about fifty million feet increase 
spread through all species, a normal sup- 
ply for present demand. About 85 percent 
of the logs are in the hands of mills. 
Weather has been very favorable to log- 
ging during the fire season. 








San Francisco, Calif. 


LUMBER CHARTERS —Chartering for 
private account continues a dead issue. 
The scale of maximum time charter rates 
announced recently by the Maritime Com- 
mission represents a reduction of about 40 
percent from rates prevailing just prior 
to the new schedule, and is between 50 and 
60 percent lower than the average wartime 
high of $8.50 to $9. Berth rates are said 
to be in line for reductions to commen- 
surate levels with the new charter rates. 
Vessels in all trades are reported com- 
pletely overloaded. 


CONFERENCE RATES—The Interstate 
Commerce Commission postponed its order 
canceling a proposed increase in the in- 
tercoastal steamship lumber rate from $16 
to $17 per 1,000 feet until Aug. 26, after it 
had received assurance of the intercoastal 
lines that they would hold their applica- 
tion in abeyance until that date. It is ex- 
pected the Commission will reconsider its 
disapproval of the rate increase and issue 
a final order on that date. The Inter- 
coastal Steamship Freight Association had 
asked that the Commission’s disapproval 
of the rate increase be reconsidered on 
basis of the record developed during re- 
cent hearings. 


LUMBER RECEIPTS — Lumber received 
over the various Oakland piers during 


August 23, 1941 


June, 1941, totaled 24,392,073 feet, com- 
pared with 20,619,607 feet in May, and 
17,541,810 feet in June, 1940. 


COASTWISE TRAFFIC—Fifty-five steam 
schooners were reported operating on the 
Pacific coast at the middle of August; 
thirty-eight were operating coastwise, and 
Seventeen, offshore. Ten wooden vessels 
were reported laid up. 


Tacoma, Wash. 


WEST COAST WOODS—In spite of a 
general stepup in production, unfilled 
order files are accumulating in a steadily 
progressive ratio at virtually all sawmills 
in this area. Inquiries also are on the in- 
crease, and, with prices good, the outlook 
ordinarily would be highly encouraging, 
were it not for the problem of deliveries. 
Ship space is at a premium, and the prob- 
lem of arranging for railroad shipments is 
becoming serious. Defense business is tak- 
ing priority over private ordes, with both 
mill operators and transportation com- 
Excellent weather has permitted 


panies. 

logging operators to run at capacity, and 
something of a log reserve is being accu- 
mulated. 


Houston, Tex. 


SOUTHERN PINE market was 
thrown into considerable confusion be- 
cause of maximum price lists. All items 
are very scarce, with most mills sold 
ahead. There is a severe shortage of 1x8- 
inch “C” siding No. 105. Railroads con- 
tinue to buy car material, and on this most 
mills are heavily oversold. There is rumor 
that the United States will buy a large 
volume of timbers and lumber for Britain. 


SOUTHERN HARDWOODS — All items 
continue scarce; it is very difficult to 
locate hardwood in shipping condition. 
Prices are strong. Oak flooring continues 
searce, and demand indicates that it will 
continue so. Prices are strong. 


SHINGLES & LATH—Shingles continue 
to advance, with No. 1 perfections quoted 
$4.30@4.50 mill; No. 2 XXXXX, $2.85 @2.96, 
mill, with other items in proportion. It 
is rather difficult to get orders placed. 
Pine lath continues scarce and strong in 


price. 
Kansas City, Mo. 


SOUTHWESTERN MARKET~—Sales have 
been considerably in excess of both pro- 
duction and shipments. Prices were steady 
to sharply higher. The backlog of orders 
at most mills is the largest in history. 
Mills are refusing to accept new orders 
for any appreciable amounts for prompt 
delivery. Weather has been ideal for log- 
ging and cutting in the South. 


SOUTHERN PINE—Mills can not keep 
up with the steady flow of new business 
Shipments are stepping up but they still 
are behind orders. The Government is 
buying more pine for cantonments, several! 
of which will be built in this area this 
year. Some lumber has been moving from 
the stock piles which were earmarked for 
the Government when it made purchases 
early in the year. Common lumber, notably 
Nos. 1 and 2 boards and dimension, is 
getting scarcer. Almost none of the Ke) 
items are plentiful. 


WESTERN PINE—Prices are steady to 
higher, with the average mark-up around 
$1 in the last week or ten days. Nos. 
and 4 common advanced another $1 last 
week. 


OAK FLOORING—The volume of new 
business is well above production and 
shipments. Prices are strong but not ma- 
terially changed. Practically all sizes and 
grades are oversold with mills thirty te 
sixty days behind on shipping key items 
The item furthest oversold is 3§x2%-inch 
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select plain red. No. 2 grades are espe- 
cially strong. 


HARDWOOD—No advance in prices has 
been noted. Mills have good order files, 
and there is a searcity of almost all items 
with the exception of 4/4 oak and elm. All 
thicknesses of plain and quartered sap 
gum are actively sought and a good por- 
tion of the stock sold is No. 2 common, 


SHINGLES—The shingle market is boil- 
ing with activity. Prices are up 25 to 50 
cents a square already this month. Mill 
inventories are low, and order files are 
large. Siding has become very scarce. 
Canadian mills also are booked ahead on 
shingles at the rising prices. 





Memphis, Tenn. 


SOUTHERN HARDWOODS—Mill stocks 
are at the lowest level on record, and the 
market continues active, with but little 
change in prices. Demand is strong for 
nearly all woods except the finer grades 
of white oak, particularly quarter sawed. 
The flooring industry is taking from 50 
to 60 percent of the oak being shipped, but 
supply is plentiful. Lower grades, par- 
ticularly cottonwood and gum, have been 
in heavy demand. Poplar, ash and tupelo 
have been bought extensively. All mills 
in this territory have continued operating 
throughout the hot spell, but they have 
been unable to build up stocks, which aver- 
age now about 2,096,000 feet per unit. In 
1937 it dropped to 2,700,000 feet. Orders 
are currently running at around 92 per- 
cent of normal production, with actual 
production at about 85 percent, and ship- 
ments on a parity with new orders. 


OAK FLOORING—Prices have been ad- 
vanced $1 to $2 during the last two weeks, 
as stocks have begun to diminish, and new 
orders and shipments continue to top pro- 
duction. 


Shreveport, La. 


SOUTHERN PINE —Announcement of 
ceiling prices to go into effect Sept. 5 has 
been a disturbing influence. Yet, although 
their orders have been booked at above 
scheduled maximum prices, buyers are 
wiring and doing all they can to rush 
shipments. Some of them feel that the 
higher prices they are paying assure 
prompter loading. B&better 4-inch moved 
easily for $10 more than the ceiling price. 
On common grades the prices will adjust 
themselves more easily. 


SOUTHERN HARDWOODS—The market 
is quiet for mills are almost entirely out 
of shipping-dry lumber. Mills are refus- 
ing to book orders so long as they can not 
see where the stock is coming from. Low- 
land logging has been difficult ever since 
last fall, and volume of shipments has con- 
tinued to exceed production. Furniture 
buyers can not get enough dry stock to 
keep going. Though the tendency of prices 
is constantly upward, advances have been 


small. 
Portland, Ore. 


WEST COAST WOODS—Lumber mills in 
this area continue working at top speed, 
with production at capacity levels. 
Weather has been favorable to logging, 
especially for this time of year, and log 
production is larger than for years. 


INTERCOASTAL East coast demand 
continues very strong. Though shipments 
are heavy, order files are increasing. Some 
items have advanced recently and are 
strong. Mills are doing their best to keep 
up with the demand, but are having a hard 
job of it. With comparatively few ships 
left in the trade, more of the shipments 
are by rail. 

CALIFORNIA—Demand is active and the 
movement is heavy. There is now a con- 
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tion’s Lumber Centers 


siderable movement by water as well as 
rail from western Oregon mills. Demand 
covers all construction items. 


RAIL—Demand is strong for the whole 
range of mill products. 


EXPORT—The foreign movement is very 
small. British Columbia is again shipping 
in greater quantities for export to Great 
Britain from eastern points. 


Spokane, Wash. 


INLAND EMPIRE PINES—Mills are 
working to capacity, order files are filled 
to overflowing, many companies thereby 
being automatically out of the market. 
Lumber is difficut to buy. Prices are 
strong. 


Minneapolis, Minn. 


NORTHERN PINE—Demand is continu- 
ing at high level. While the volume of 
merchantable stock at mills is rapidly de- 
creasing, they have sufficient supplies to 
meet expected future demands, and as- 
sortments too are holding up fairly well. 
Prices are firm. 


NORTHERN WHITE CEDAR — Assort- 
ments are very low, making it necessary 
for manufacturers to refuse many orders. 
They are planning to begin production 
earlier than usual this season. Prices are 
firm. 

MILLWORK—Orders are following es- 
timate work in satisfactory volume. Calls 
for sash and door material and other mill- 
work are now coming from the rural areas 
and smaller cities. Prices remain firm, 
with indications of a boost all along the 
line in the near future. 





Southern Manufacturer Re- 


places Burned Plant 


MempPHIs, TENN., Aug. 19.—The Chap- 
& Dewey Lumber Co., Memphis, Tenn., and 
Marked Tree, Ark., has purchased the Mal- 
lory Avenue plant, Memphis, and acreage 
formerly occupied by the Larkin Co., of 
America, as a furniture factory for the es- 
tablishment of its box manufacturing and 
oak flooring mill. 

The new operation will replace the one 
recently destroyed by fire at Marked Tree. 
The property includes a two-story brick 
building, eight dry kilns and 14 acres of 
land. New Yates-American machinery will 
be used in the box factory and flooring mill. 
Moore dry kilns will be used. The company 
has a large contract to supply ammunition 
boxes of cottonwood to the government. Fire 
that destroyed its mill at Marked Tree, Ark., 
did not touch the power plant, band mill, nor 
about 12 million feet of hardwoods on sticks. 
The plant will have a monthly payroll of 
$25,000 and will employ around 300 workers. 





Canada Studies Tax Allow- 


ance for Timber Depletion 


MonTREAL, Que., Aug. 18—The Do- 
minion Government has appointed a “Tim- 
ber Depletion Committee” to study the 
question of additional allowances, and de- 
ductions from profits for income tax pur- 
poses that might properly be granted the 
forest industries with respect to increased 
production undertaken primarily in further- 
ance of the war effort. 


Boctlittell 
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Multiply your 
business - building 
opportunities by 

handling this 


C-E-R-T-1-F-1-E-D 


Dimension 


fo Drop mate 
gous mano 


Flooring 
Finish 
Casing 


Ceiling 
Stepping 


Base, etc. 


It’s good business, Mr. Dealer, for you to 
supply Booth-Kelly Certified Lumber for 
these new building and remodeling jobs. It 
helps you to build new profitable trade for 
your yard. This better lumber always gives 
satisfaction, because it’s that kind of lumber. 
Old-growth Douglas Fir, carefully, accurately 
manufactured in the modern mills of Booth- 
Kelly. The log centers, hard and tough, 
make fine structural timbers. Other parts, 
fine-grained and soft, are ideal for finest 
grades of sash, doors, finish, interior trim. 
It pays to let your customer know that the 
Booth-Kelly mark on the lumber is a pledge 
of quality and careful manufacture; and 
that the Association marks guarantee proper 
grading. 


We are headquarters for Association Trade-Marked 


and Grade-Marked Douglas Fir Lumber. 








~ LUMBER co. 





TWO MILLS—SPRINGFIELD & WENDLING, ORE 
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American fiunbherman 


Eastern Trade News 


[F. J. Caulkins| 


Mass., Aug. 18—With the 
movement by water almost entirely cut off, 
the shift to all-rail transportation is rapidly 
choking rail facilities from coast to coast, 
and local distribution has been greatly em- 
harrassed by reason of withdrawal of 
bu‘lding from civilian activities. A 
survey of the views of leading lumbermen 
ieads to the conclusion that the Defense pro- 


Boston, 


labor 


gram is beginning to pinch. It is causing 
many industrial and commercial dislocations 
of normal business routine. A “Cargo Pri- 
ority Board” hegan to function at Wash- 
ington as recently as Friday. Shippers seek- 
ing priorities for the movement of lumber 
intercoastal will “clear” through OPM 
which in turn will direct the Maritime Com- 
niission to supply the transportation, through 
control of ship space granted under the 
“Ship Warrants Bill.” Of the 32. ships 
usually operated by the American Hawaiian 
Line on the intercoastal run, ten have been 
taken over by the Maritime Commission, ten 
have been chartered for foreign voyages to 
Defense material, leaving but twelve 
to maintain its intercoastal services to pro- 
vide three instead of eight ships a month 
at Boston. The Luckenbach Line is reduced 
from eight to two ship arrivals per month. 
This dislocation of the normal flow of inter- 
coastal lumber to the New England mar- 
ket is accentuated by the fact that neither 
of these ship lines will have much, if any, 
space available for lumber. 


move 


WEST COAST WOODS—Only one inter- 
coastal ship with a liberal consignment 
of lumber for Boston has arrived thus far 
in August, and the next scheduled arrival 
carries well into October. Most sales now 
are for all-rail movement and such sales 
are limited by the inability of the mills— 
now producing to capacity—to accept 
civilian great is the pressure 
to move supplies to Government 
projects. submitted to the mills 
within a week for an average assortment 
of fir dimension sizes for rail shipment 


orders, so 
Defense 


( irders 


have brought quotations of $5@6 over the 
G (Green) list. There are few unsold lots 
on the docks here or in transit, and for 
such the dealer must pay between $6@7 
above prices quoted on page 18 of West 
Coast list 33 for an average run of fir di- 
mension, with the differential on hemlock 
$1 to $1.50 lower. Wholesale yards sell 
small lots (2,000 feet or over) of the smaller 
sizes, up to 2x6-inch and under 20 feet, 
to dealers at $6 over page 18 with the 
wider sizes up to $6.50@7 over. Spot No. 2 
fir and/or hemlock boards, or transit lots 
by water, are offered at a range of 
$39.50@41, but there is ample evidence that 
lots have been sold somewhat under the 
lower figure, with the 3’s quoted at $37@38. 
For all-rail delivery at New England 
points, the No. 2 boards should be quoted 
at $41.50@43.50, and the 3’s at $37@39. 





EASTERN SPRUCE Retail yards are 
calling for more spruce than at any simi- 
lar period in recent years, but as bookings 
at the mills are from thirty to sixty days 
ahead of production, and as Defense orders 
continue to pile up, there is real delay in 
making deliveries to the yards. The price 
list is static at the July and early August 





level. Delivered by rail at Boston rate 
points, smaller dimension sizes, 2x3- to 
5-inch, sell at $41@43, and up to $48@52 


for the 10- and 
tation in each 
longer lengths. Inability to secure prompt 
deliveries from the mills results in free 
buying of fill-in lots from local wholesale 
stocks at $42 tor 2x6-inch random, $45.50 
for 2x8 inch; $49.50 for 10-inch, and $51 
for 12-inch. For all even lengths, add $1, 
and for all 16-foot or over, add another $1. 
Supplies of 1x2- and 38-inch furring are 
limited, and prices firm at $40@ 41. 


LATH AND SHINGLES—There has been 
great pressure to secure adequate supplies 
of spruce lath. Several of the larger Cana- 
dian shippers have upped their price for 
standard 1'%-inch, delivered at Boston 
rate points, to $5.25@5.50, and in at least 
one case the shipper limits orders to 
20,000 pieces. Most offerings of the wider 
size, 15-inch, are at $5.50@5.75. Supply 
of and demand for eastern white cedar 
shingles are in balance, with no change in 
quotations, starting at $444.10 for extras, 
delivered. Most shippers of West Coast 
red cedars have withdrawn stock and price 
sheets, as all grades are heavily oversold. 


12-inch. 


case 


The higher quo- 


covers all-16-foot or 





The North Tonawanda, N. Y., plant of the Rudolph Wurlitzer Co. 
for the manufacture of automatic phonographs, remote control 
Dry kilns here for seasoning lumber 

recently been converted to the 
system. 


and auxiliary equipment. 
for cabinets 
“cross-circulation 


have 


" 


Moore 
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An order for a part carload to be filled out 
with cedar dressed boards or siding will 
occasionally be accepted. The car supply 
is tightening. One mill accepted an order 
last week for XXXXX No. 1 at $5.51 deliv- 
ered at a New England point, an advance 
of a full $1 over last quotation. <A sale 
of 3’s is reported at $3.52—higher by 60 
cents than they were two weeks ago. We 
hear of no sales of the 18-inch Perfec- 
tions, but thev probably should not be 
quoted below $6. 


PINE BOXBOARDS—The regular opera- 
tors have full order files and are moving 
lumber freely to a wider territory than is 
usually served. Good square edge in all 
the grades is going in good volume as far 
west as Buffalo, Detroit and Cleveland, as 
distributors seek a market for many hun- 


dred million feet of salvaged “hurricane” 
pine. No. 3 common 1x3-inech rough is 
priced close to $39@41, 6- to 9-inch at 


$38@40, delivered, with the usual charges 
for dressing. Most sales of No. 4 common 
1x3- to 10-inch are at $35.50@37.50. The 
box shops are combing the market for inch 
round edge, as supplies on the mill yards 
are quite exhausted. Narrow lots go as 
low as $12 at shipping point, with most 
sales at $13@13.50, though some better lots 
have sold as high as $17. 

EASTERN HARDWOODS—Shipping-dry 
lots of maple and birch are scarce at the 
smaller mills, with prices at a wide range 
in a sharp trading market. At the larger, 
modern mills, order files cover produc- 
tion many weeks ahead, and in many cases 
for the rest of the year. It is a strong 
sellers’ market. The wood heel shops are 
unable to secure adequate supplies of thick 
maple. 


NEW YORK, N. Y. 


There has been some improvement in busi- 
ness during the past two weeks, due to the 
fact that real estate agents are renovating a 
large number of the older apartment blocks. 
With rents high in more modern blocks, 
many people are looking for cheaper quar- 
ters. Dealers are just beginning to feel the 
car shortage which is delaying shipments 
considerably. 

SOUTHERN PINE—Mill order files con- 
tinue heavy, with some producers pulling 
out of the market temporarily in order to 
catch up. 

WESTERN PINES—Demand is 
with not much change in prices. 

WEST COAST—Shipments by rail are 
getting slower, and dealers are beginning 
to feel a shortage in certain standard 
items. Prices remain very firm. 

SPRUCE—A lot of Canadian spruce 
came in this week and helped dealers fill 
some of their back orders. With mills 
unable to keep up with the demand prices 
are advancing. 








strong, 





HARDW OODS—AII classes of industrial 


consumers continue their heavy buying. 
All grades and thicknesses of plain and 
quartered sap gum are in great demand. 


Stocks of both birch and maple are quite 
searce, with prices strengthening daily. 
Further advances in prices are expected. 


Buffalo, N. Y. 


The lumber market is in an uncertain 
position because of the prospect of estab- 
lishment of ceiling prices. Lately an ad- 
vancing tendency has been displayed by 
various woods, and much difficulty is being 
experienced in obtaining shipments from 
mills. In some cases the latter have little 
or nothing to offer. 





HARDWOODS The market continues 
active. Wholesalers say that more diffi- 
culty is experienced in getting desired 


stock from mills than in obtaining pur- 
chasers for it. The demand covers a va- 
riety of woods, with maple and oak among 
the leaders. Prices are being well main- 


(Continued on Page 63) 
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Bes 


YOSEMITE 
Pine 


Pictured above is a pine log taking its shower on the way 
into the Yosemite mill. Although all logs are water cured 


in our large pond, this additional washing operation deliv- 
ers them to the band saws bright and clean. 


Good trustworthy lumber is this Yosemite Pine. It’s from 
mountainside trees. High-altitude trees, of slow, even 
growth. It’s produced in modern mills that are designed 
and equipped to manufacture this kind of lumber. The 
Yosemite plant, manned by pine specialists, has scientific 
seasoning facilities, modern precision machines, every- 
thing to assure accurate manufacture, with all new-day 
refinements and betterments. 


Here’s lumber of lightness, firmness and strength. Wood 


Yosemite Sugar 


D. M. WARNOCE 
95 River St., Hoboken, N. J. 
New York Phone— 
Rector 2-0432 


New Jersey Phone— 
Hoboken 3-3011 


of easy cutting quality that permits highest grade work- 
manship, that takes and holds nails well and provides 
good painting surface. 


Here’s ideal lumber for doors, sash and trim; for mould- 
ings, paneling, house framing and for countless factory 
uses. 


All our Shop and better grades of Ponderosa Pine are 
carefully kiln-dried. They contain excellent widths and 
lengths and very fine cutting values. 


We invite you to write us or our representatives about 
your needs in Yard and Shed Stock, Factory Lumber, 
Selects and Mouldings. 


Pine Lumber Co. 


General Office, Mills and Yard 
MERCED FALLS, CALIFORNIA 


LOS ANGELES OFFICE: 
ARLO D. SQUIRES, 
Commercial Exchange Bldg. 
Los Angeles, California 


Phone—Michigan 9381 


WE ARE MEMBERS OF THE WESTERN PINE ASSOCIATION 












Dado Head 


Fits any saw mandrel. 
Cuts perfect grooves 
any width, with or 


satisfactorily. 


Favorites for over 52 years. 
Today. write for catalog of 
complete Huther line. 


Huther Bros. Saw Mfg. Co 


Rochester, N. Y. 











ELCOME ... 


There's real friendly hos- 





pitality awaiting you at 
Pittsburgh’s newest hotel 


PITTSBURGHER 


400 rooms, all with radio 
at no extra cost, outside 
view, and bath. 








* * Rates * * 


DouBLES BUsSe) 1 Ics: 


Joseph F. Duddy, Manager 














LUMBERMEN! 
Write now for our catalog 
about books that’! 
HELP YOU MAKE MONBY 
431 S. Dearborn St. 


— 
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THE BUSINESS RECORD 








Incorporations 


FLORIDA. Tallahassee—Panacea Timber 
Co.; timber. Ben Lindsey, W. E. Harrell and 
D. O'Grady directors. 

NEW YORK. New York City—Empire State 
Woodworkers, Inc.; $5,000. Timber and lumber 
products. 

NORTH CAROLINA. Greensboro H. WwW. 
Sholar Lumber Co., Inc.; to buy and sell lumber 
and lumber products, 

Rocky Mount—Anderson Lumber Co.; to buy 
and sell lumber and building materials 

OREGON. Wauna—Wauna Lumber Co. incor- 
porated by Willard T. Evenson, and Clarence R. 
Evenson of Clatskanie, Ore.; Norton R. Cowden 
of Deep River, Wash.; and C. L. Koster and 
Orville R. Miller of Portland, Ore. 

TEXAS. Fort Worth—Homestead 
Co.; $3,000. 

WASHINGTON. <Aberdeen—Timber Logging 
Co.; $6,000, 


Lumber 


New Ventures 


CALIFORNIA. Carmel—Carmel Builders Sup- 
ply Co. has been established here by J. ©. 
Handley. 

TEXAS. Freeport—Garrett 
establishing a yard here. ; 

Haskell—O. E. Oates Lumber Co. is opening a 
retail lumber and building material business 
here. 


Lumber Co. is 


Casualties 


MAINE. Brownville—FE. H. Ladd planing 
mill destroyed by fire, with loss estimated at 
$30,000. Other parts of the plant were saved. 

MASSACHUSETTS. Quincy—Blacker & Shep- 
ard Lumber Co. finish mill and storage shed 
and contents in Newport Avenue destroyed by 
fire, with loss of $40,000; fully insured. The 
office building and several freight cars were 
damaged. The main yard of the company is in 
Albany Street, Boston. 

NEW YORK. Brooklyn—Hillecrest Lumber 
Co. at 1126 Grand Street, suffered fire loss esti- 
mated at $35,000. 

WASHINGTON. Yakima—Inland State Lum- 
ber Co. suffered fire loss. 

WEST VIRGINIA. Bergoo—Pardee & Curtin 
Lumber Co. double band sawmill destroyed by 
fire; loss covered by insurance. Power plant, 
planing mill, dry kiln, and fourteen million 
feet of lumer on yard saved. Rebuilding imme- 
diately. No interruption in shipping. 

CANADA. NOVA SCOTIA. Sydney — Chap- 
pell’s Limited had lumber and buildings de- 
stroyed by fire, also eight nearby dwellings. An 
unofficial estimate of the loss places it at 
$400,000. 

ONTARIO. Pembroke—Consolidated Paper 
Corp. sawmill completely destroyed by fire. The 
loss included 3,500,000 feet of lumber piled on 
the company’s piling grounds. Loss estimated 
at $300,000, covered by insurance. The mill 
will be rebuilt at once. 


Business Changes 


Barton-Kellogg 
Kellogg-Fontaine 


ARKANSAS. Fort Smith 
Lumber Co. succeeded by 
Lumber Co., Inc. 

CALIFORNIA. Oakland—California Moulding 
Co. moved to Pasadena, Calif., where opera- 
tions are being conducted under the new name 
of California Lumber & Moulding Co. 

San Francisco—California Lumber & Mould- 
ing Sales Co. moved to Pasadena, Calif., and 
changed name to California Lumber & Mould- 
ing Co. 

Vallejo—Charles Miller Co., Ine., changed 
name to Security Lumber Co., Inc. 

Valley Springs—Valley Lumber Co. of Lodi 
succeeded here by Diamond Match Co. 

COLORADO. Rocky Ford—Otero Lumber Co. 
succeeded by Bish Bros. 

Sterling—Schillig-Scott Lumber Co. succeeded 
by Sterling Lumber & Investment Co. 

GEORGIA. Quitman—J. L. Elsberry & Sons 
succeeded by Elsberry Lumber Co. 

IDAHO. Marsing—Volkmer & Sons here suc- 
ceeded by Boise Payette Lumber Co. 

Priest River—E. C. Olson succeeded by E. C. 
Olson & Sons. 

INDIANA, LaFayette—Munger Lumber Corp. 
succeeded by Munger-Downham Lumber Co., 
Inc. 

Mishawaka—Whiteman Trailer Factory suc- 
ceeded by La Salle Trailer Factory. 
MICHIGAN. Nashville—W. J. 

succeeded by B. M. Randall. 

MISSISSIPPI. Inverness — Inverness Lumber 
Co. sold to W. L. Hunter Lumber Co. 

Tupelo—-Grimes & Wollam Lumber Co. suc- 
ceeded by E. C. Wollam Lumber Co. 

MISSOURI. Eureka-—Hinkle Bros. succeeded 
by Hinkle Bros. & Williamson, 








Liebhauser 


Magnolia—Parrott & McDougal succeeded by 
Magnolia Lumber Co. 

NEBRASKA. Alliance — Dierks Lumber & 
Coal Co. of Nebraska sold yard here to J. H. 
Melville Lumber Co. and Sack Lumber & Coal 
co, 

Oconto—Byers Lumber Co. sold yard here to 
Joyce Lumber Co. 

NORTH CAROLINA. Sylva—L. E. 
changed name to Jackson Lumber (Co. 

OREGON. Wauna—Crossett Western Co. sold 
its Wauna property and sawmill to the Wauna 
Lumber Co., a new corporation. The Crossett 
company will continue its timber and logging 
operations through its Portland oftice. 

Willamina—Valentine Gebhardt succeeded by 
Gebhardt Mills, Ine. : 

TENNESSEE. Sunbright—Lewis Bros. Lumber 
Co. succeeded by A & J4 Lumber Co. 


New Mills and Equipment 


CALIFORNIA, Chico—Diamond Match (Co. 
has announced plans for building seven new 
factory structures to augment present facilities 
at its Chico plant. The new units include a 
planing mill with finished lumber storage space, 
a cut-up plant, machine shop, and several 
smaller units. 

WASHINGTON. Elma—Kirby Shingle Co. 
has started construction of a Plant here for the 
manufacture of ridge-pole shingles. It is the 
first of three plants the company intends to 
build in Washington to manufacture ridgepole 
shingles for the California market, according 
to Manager C. A, Dressel. 

; Twisp—The new Wagner sawmill and plan- 
ing mill started operation. 


Carnes 





Log Raft Bursts Into Flames 


at Sea 
San Disco, Cauir., Aug. 16— A 1,000- 
foot San Diego-bound log raft, containing 
more than 5,000,000 board feet of lumber, 
burst into flames 12 miles northwest of 
Point Arena, officials of Benson Lumber Co. 
here were notified. The concern for the last 
thirty-five years has received an average of 

three huge rafts annually. 





Hymeneal 


LEWIS-TRASK —Mr. and Mrs. Leon 
Lewis of Bar Harbor, Me., on Aug. 4, an- 
nounced the engagement of their daugh- 
ter, Miss Helen Lewis, to Allen Trask, son 
of Mr. and Mrs. Warren Trask of Melrose 
Highlands, Mass. 30th Miss Lewis and 
Mr. Trask are graduates of the University 
of Maine, the former being a member of 
the Delta Delta Delta sorority and the 
latter a member of Sigma Chi fraternity. 
The father of the prospective groom is 
head of the Warren Trask Co., lumber 
wholesalers at 73 Cornhill, Boston. 


Mr. and Mrs. Harold S. Fuller of Win- 
chester, Mass., announce the engagement 
of their daughter, Miss Janet Fuller, to 
John Fulford Dexter, son of Mrs. Alvin S. 
Dexter of Brookline, Mass. Miss Fuller is 
a graduate of Colby Junior College and 
the Nursery Training School of Boston. 
The prospective groom is a graduate of 
Massachusetts Institute of Technology. A 
fall wedding is planned. For many years 
Harold Fuller operated a mahogany saw- 
mill in Albany street, Boston, as the 
Fuller-Thurber Co., but for the past ten 
years he has been the executive head of 
the Bicknell & Fuller Box Co., Boston. 


WICKER-WHITNEY—Miss Edwine 
Whitney, daughter of Mr. and Mrs. Edwin 
R. Whitney, of Niagara Falls, N. Y., was 
married on Aug. 12th to John Whiteley 
Wicker, of Camp Stewart, Savannah, Ga., 
son of Mr. and Mrs. George M. Wicker, of 
Niagara Falls. The ceremony took place 
in St. Peter’s Episcopal Church, Niagara 
Falls, the Rev. Philip W. Mosher, rector 
emeritus, officiating. James M. Wicker was 
his brother’s best man, and Miss Barbara 
Wicker, his sister, was one of the brides- 
maids. The bridegroom's father, George 
M. Wicker, is treasurer of the Wicker 
Lumber Co. The couple will make their 
home in Savannah, Ga., after a wedding 
trip to Virginia. 
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Eastern Trade News 
(Continued from page 60) 


tained, and some advances have lately 
been recorded. 

WESTERN PINES—Mills have little 
stock to offer and some have withdrawn 
entirely from the market. Demand con- 
tinues fairly active, but much canvassing 
of mills is found necessary before stocks 
are obtained. Prices are strong. 

NORTHERN PINE—The market holds 
strong and not much lumber is obtainable 
at mills. Some wholesalers, however, have 
pretty good stocks. Crating stock is in 
unusually good demand. 


Baltimore, Md. 


SHORTLEAF PINE The demand for 
home building items continues unabated, 
though there has been some easing off in 
call for larger dimensions. Searcity of 
labor handicaps construction. 30x fac- 
tories also are ready consumers, with 
stocks difficult to get. 


LONGLEAF PINE 











Mills are swamped 








The "Home of the Century," currently in its 
sixth summer at the tip end of the Steel Pier at 
Atlantic City, N. J., has been recently roofed 
with "Greentone Timbergrain" shingles manu- 
factured by The Ruberoid Co., 500 Fifth Ave., 
New York, N. Y. This comparatively new shingle 
is surfaced with colored mineral granules in 
irregular areas to give it a two-tone color 
effect. Other color blends are Bluetone, Red- 
wood and Slatetone. It is said to be highly 
durable 





by orders and have to turn down business. 
High grade lumber especially is sought. 

CYPRESS—Stocks of Gulf cypress have 
been absorbed with readiness, and supply 
is about adequate for demand. 

WEST COAST WOODS—Eastern buyers 
are actively on the hunt for fir, spruce, 
and other supplies, and the movement is 
limited only by shipping facilities. The 
eastward movement is increasingly by rail. 

HARDWOODS A gradual curtailment 
in supply is taking place, and various 
items are increasingly difficult to get. The 
requirements in the way of oak and maple 
flooring are perhaps larger than ever, with 
maple stocks so short that makers of fur- 
niture frames are obliged to switch to 
other woods. Production is being pushed 
by the mills, and has been favored by 
good weather, and seasoning of stocks has 
progressed more rapidly, but the need 
of dry lumber continues very urgent. 
Prices tend to advance. 


Norfolk, Va. 


NORTH CAROLINA PINE—Demand has 
continued very active, particularly in this 
section, where there is a tremendous vol- 
ume of Defense work. Mills have not 











been able to ship as quickly as lumber is 
wanted, though the weather has been more 
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than fair. Buying by retailers has been 
light recently, because many know Wash- 
ington is working on a schedule of lower 
maximum prices. Even some of the De- 
fense contractors have held off. B&better 
also No. 1 Common to be worked into finish 
have been in good demand by yards. Many 
small mills are oversold. There has also 
been a better retail demand on larger mills 
for rough green framing, for small mills, 
selling at low figures, can not supply 
enough. Dressed framing, sheathing, air 
dried roofers etc. have been moving very 
briskly, most of these going to Defense 
projects. Sales of rough box lumber have 
been good. Many items of shortleaf boards 
and framing are hard to buy at any price. 
All mills are trying to push production, 
but avoid working overtime because of 
high wages. 


Burned Sawmill to Be Rebuilt 


Immediately 


Bercoo, W. Va., Aug. 18.—Plans to re- 
build immediately the double band sawmill 
of the Pardee & Curtin Lumber Co. which 
burned here August 14 have been announced 
by that company. The loss was covered by 
insurance. The company power plant, the 
planing mill and dry kilns were not dam- 
aged by the flames. There was no loss of 
finished lumber. Company officials state that 
fourteen million feet are on yard and there 
will be no interruption in shipping schedules. 
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all of our subscribers. 
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Twice Each Week .. . 


we are flashing new ratings and business changes to 


“Tune in” on these authentic flashes of the lumber 
credit world with the specially designed “receiving 


Lumbermen’s 
Credit Rating Book 


The flashes are dispatched in the form of TWICE-A-WEEK Supple- 
ments to this credit rating book, keeping ratings right up-to-date 
and advising of NEW CONCERNS as soon as they start up. 


Equip yourself with this modern “receiving set,” on our 30 Day 
Approval Plan. Ai letter will bring you a full outline of this trial 
plan, which is WITHOUT OBLIGATION. Write today! 


Our Collection Department can assist you in collecting 
your past due accounts. 


Lumbermen’s Credit Association Inc. 
Executive Offices, 608 So. Dearborn St., Chicago 
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THIS WEEK’S LUMBER PRICES 


























East and west side mills have reported the following average f. o. b. mil) sales prices on Following are prevailing quotations f. o. b. 
southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made | Wausau, Wis., on northern hardwoods: 
in the period of Aug. 7-12, but where prices for this period were not available, prices for No.1 No.2 No.3 
the month to date have been inserted and starred (*): = Ash— $75.00 gente Sor Ssaee Pea 
coecevecce fo o . . 2t.UU 
West East West East West East West East Me Kune mee 0.00 70.00 53.00 43.00 28.00 
sh : a Side Side —" oa _ Side Side OP8 wis axeccers $5.00 75.00 58.00 45.00 28.00 
‘looring andar o. plap an i ee 90.00 80.00 61.00 48.00 29.00 
Lengths ce ~~ eee Boards, Std. Leth, |, ,N® 7 Dimension No.1 No.2 No.3 
——- 72.50 56 x4— eee $0.23 28.29112 & 14... 31.87 327.23 oo $8400 $72.00 $50.00 $38.00 $39.00 
| geeetaee "962.25 |... B&better.. 44.37 41.97/88 +--+: +g ee, | ero 32.77 29.40 | 5/4 2.......°89.00 79.00 55.00 42.00 29.00 
eee (3.25/C ........ 10.89 40.98]1X8) ...--- 34.47 33-3118 & 20... 36.96 32.67] 6/4 22.02 0.. 92.00 82.00 58.00 43.00 31.00 
1x3 flat D ...-eee 2R.3i 80.60 es. ose" 38356 384 blige 24 41.00 in eee 99.00 89.00 68.00 44.00 31.00 
grain— PRS eras SS.55 .08TaaS a? Feito 104.00 94.00 75.00 53.00. .... 
B& better 54.85 54.55 Surfaced Finish 12 & 14. 29 89 30.15 Sete cavinmews 109.00 99.00 80.00 58.00 
. nS 51.71 18.83 Standard Lengths No. 3 Shiplap and 16 see eens 32 61 31.81 Pe. sewiewies 75.00 65.00 43.00 35.00 caer 
eee ne ees 38.78 39.23] pepetter Boards, Standard {1% .------. 34-81 35.23 No.1 No.2 No.3 
xd it— Inch thick— Lengths a settee 34.00 30.14 | Hard Maple— FAS Sel. Com. Com. Com. 
habe: + anaes | CEES 69.36 *62.00]Ix4 ...... 22.14 22.00l;0 « 14... 31.10 30.76) 242 °°°°°°*: ee.2) Sines Uss.c> Perce Uss.0e 
wane ses 61.19 “Reig ee 69.00 *68.0011x6 Rgh. & 16 3102 0917 5/4 wee eee 94.00 79.00 60.00 45.00 25.00 
tic br 15.44 tetas: 66.78 62.00] SIS/S48. 28.02 28.5513 €'3051 3407 3303] S844 crttttt 97.00 82.00 65.00 46.00 26.00 
1x4 flat 6750 64 14lixe CM... 2855 27 -82)b8 & 20... 34.07 33.03 | aya coil, 104.00 89.00 70.00 46.00 26.00 
grain— Te hated 74.16 G8.00]1x8 ...... 28.54 27.8ilecgp -*°°* 99-50 «++. | 8/4 ........ 104.00 89.00 70.00 47.00 26.00 
B&better.. 54.40 53.96],5 #°°""° 9 99 Ty a 99 97 Mee wcieurs ..114.00 99.00 78.00 52.00 Perse 
_pererels 50.27 49.51)22 -*7-°° °° Vee + ° 88 oon arog lle & 14... 32.20 33.15 | aoyq IIIT 114.00 99.00 80.00 52.00 
es ech S820 38.12]5x6/4 thick— ee! Ree eee ONG ooo. 84.85 33.78 | 41/4 oo... 134.00 119.00 92.00 55.00 
1, 6, 8.... 79.00 75.00 18 & 20... 36.45 34.88 | 12/4 «122... 134.00 119.00. 92.00 55.00 ..... 
End Matched EO scaws 88.67 88.25 —_— 35 13 24... 41.320 -.... No. 1 No. 2 No. 3 
Flooring, 2 to 8-foot }|12 ........ 109.90 101.10 Ty Lae Pree Soft Elm— FAS Com. & Sel. Com. Com. 
1x3 rift— Bé&better— fie So Ee ee $62.00 $50.00 $39.00 $29.00 
B&better..*63.75 Inch thick 1%,1% & Eel teas ose ae , See 65.00 53.00 40.00 29.00 
... 89.75 re De gained *90.54 ~ elaine $8.81 °37.00 | 6/4 0... eee 65.00 53.00 41.00 30.00 
xd ‘fiat bh oreneeneee 57.32 53.06)5,x4-8 $4 US es: Ee |, Seeeees 68.00 56.00 42.00 30.00 
ee er 58.70 54.11 a ees i ee 71.00 59.00 44.00 eoiahe 
Babetter.. 16.26 46.00 : eesa°**: 39.75 54.02 —e : eS een 76.00 64.00, , ae a 
eee ous. 44.21 2... gp eORLO 60.38 59.8! No. a Ti s Unde 0. Oo. Oo. 
Eaton 23° | [a 72.20 72.50 x4 menene Ha e — Birch— FAS Sel. Com. Com. Com. 
1x4 rift— 12 & 14... 36.24 33.80]Shortleaf— err ee $112.00 $97.00 $62.00 $42.00 $27.00 
nae tter..*60.75 54.00 Rough Finish, Oe ee as ems 38.63 35.9618x4&4x4... 39.49 31.00 Ze arapighabte ots ye Ley 70.00 50.00 28.00 
ot eae es 4.75 Standard Lengths 18 & 20... 40.27 37.55/4x6—8x8.. 37.50 30.32 | $77 ‘''°''' 133°00 disoo geen coon see 
Ved “flat” eats 22 & 24... 47.00... .48& 4x10... 41.40 84.78 | O44 tT 2 ae ae 
B&better.. 44.20 47.00}1x4/8 66.00 ..,,]2x6 Soe” Gas geek 0 EOI 5. 5.2-; 129.00 119.00 94.00 67.00 
Cc OS 12 & 14... 34.94 34.01]8&4x Ss ee ty ig Bee 174.00 164.00 134.00 statane 
Ceenenes af , ee 2/12x12 53.00 > 
ets: 33.50 32.00)5&8/4 thick— 16 ....-0e. S656 SE.GGPSIS/ISELS PSOO 65.00 Fag fee... 95.00 80.00 58.00 40.00 
ee is as <aan steeeees ae BR es ey 98.00 83.00 62.00 42.00 .... 
ing, eee eee (4.09 > a sees No. 3 Dimension, No. 1 No. 2 No. 3 
“ae a tee ~ - 24 7.14 : Random Lengths Rock Elm— tal pg omg args 
No. 117— Casing and Base _. a eyes 27.13 4/4 vee eeeees $58. $39.0 $27.0 $24.00 
NO. : 12 & 14... 35.68 30.91}5y¢@ 24°96 ) 5) are 65.00 46.00 29.00 26.00 
> ‘ Standard Lengths ~ oe 24.96 
B&better.. 44.90 bs | ee 37.21 35.94 2x8 aes. 24.65 23.5 era 75.00 54.00 31.00 26.00 
EE ele - 36.08 B&better— TS ssceaen' 39.00 36.94}5519 707° 24:11 *24.99 se See 78.00 62.00 36.00 29.00 
ie ‘116 ree O9.00 1x4 7 $3 70 00 20 oe ee wwe 39.54 37.00 2x12 See #99 29 #9650 10/4 ceunnenees 88.00 72.00 48.00 32.00 
~ ree oe 2 as we m= my eol22 & 24...*42.00 Pee gee ee aha cecil) Ee Caan 98.0 : 53. 34.0 
B&better.. er 50.50 fe gh Lag br “i 1 Car Siding, 13/16” 12/4 8.00 “a 00 ne Ly a": 
‘ =) De Fe g XOXw -40 +t ‘s 
> cee eeees 41:28 4147 pla: yi 14.58 40.50|B&btr.&Sel.— Soft Maple— FAS Com. & Sel. Com. Com. 
No! 21") 3663 38/66 BO a acento 44.61 40.21f1x4, 9..... .... *60.00 4/4 wc eeeee $72.00 $52.00 $38.00 $28.00 
No.3... 99:94 on D> No. 1 Fencing & eee a 44.38 41.68lix4, 10.... .... *58.50 Be sciences 77.00 57.00 42.00 29.00 
Asnoried patterns “ Boards 18 & 20... 47.54 41.00 Bee ee 85.00 62.00 47.00 29.00 
Rehetter ssn 592.47, Standard Lengths (5.15 B/E cevesese 92.00 67.00 48.00 29.00 
Be acwecs 56.04 48.92]1x4 ...... 47.18 ....]12 & 14... 47.38 43.07 egy Moe 
2 ee SO.9t SO.2Si ERS  cvciccs ee aes: ee 47.64 43.44 , 
ae ae 69 ., lixs eal 50.04 ....]18 coll... 4906 45.00 —. _— RED CEDAR SHINGLES 
No. 2 5.665 BBS4) 1X5H10 SLIT... 2420 «ee. 51.50 47.00 No.1 ..... 6.22 5.50 Seattle, Wash., Aug. 16.—Average prices on 
ie Spee Z0.80 FE.B8 BEES «cess 58.65 scee oa & 34... *39.00 a: ay eee 5.71 ° P red cedar shingles, f.o.b., mills, are: 
Royals 
DOUGLAS FIR Boards and Shiplap a oie +33 Te t2e 2 eter et er Lee ea = 
1x6 1x8 1x10 1x12 a Ee NERS CEE RBG GCOS SS eC ee Si Gee SH tg 
- os 29 39.00 34.00 3-24 See ee eee eee ee eee ee eee eee 2.00 
Seattle, Wash., Aug. 16.— Current quota- pg 1 ecli ae “oe ye a yo Perfections: 
tions f.o.b. mill on Douglas fir items in mixed ae oe te 20.00 30.00 20.00 20.00 Le ee 3 Ae eae rr aa $4.50 
oa - . No.  -4ipc abe oY. eV. oY. ° ) 18” 5/21 3.15 
cars for rail shipments direct to the trade ‘am 2 Geneon Stan @ A+, in ati ae yeRiay aenlshatat Gia aranaleie aie wie etna =+ 
appear hiner: IV@e al er 2.05 
Vertical Grain Flooring 39.50 ese te eas te ent .. at ce ‘ oe yal iii $4. ws 
3&btr. Cc D ) i re $ > 33.5 $33.5 Sea D> -1l6 ee he a ee eee 
BRD x:000- dance eee MS. 00 $65.00 $50.00 2x6 ........ 32.50 32.50 33.00 33.00 33.00 2-16” ee 2.95- 3.00 
Flat Grain Flooring ee 33:50 39° 50 32.50 32.50 32.50 3-16 Sg en ear ae aE ere 2 .20 
PN in og ee wee $52.00 $48.00 $46.00 2510 .ncceces 33.50 33.50 34.00 34.00 34.00 
I 6s oo as cnt) gh eee 50.00 $9.00 SOG BES viscose 34.50 34.50 35.50 35.50 35.50 MAPLE FLOORING 
1x6 Pat. No OP ae? 52.008 $50.00 $40.00 No. 1 Rough and/or Surfaced Timbers Northern maple flooring mills report the 
1x6 Pat. No. 116.... 52.00 "50.00 "40.00 4x4 to 4x12-inch planks 20 feet and mpeg —— oo £.0.b. ae - 
Cc eiling shorter, S48 ... .- cc cccceeeseoesees« $30.00 ing m asis, during e week ending 
SS ee $45.00 $42.00 $9660 1U29x18 36 ft. and shorter... . 2.2.5 6.0..-s 3800 Aug. 16: First Second Third 
lo cs a wie Dede 48.00 45.00 32.00 SOete OS Em BE BOGE oo 5 a5 cs kt deunwaindam 30.00 MITE. “ars, boas ewielererene $81.83 $76.70 $63.65 





WESTERN PINES 


Following delivered prices. based on past sales, were reported to the Western Pine Association by members during the period Aug. 4 
to 9 inclusive. Both direct and wholesale sales are included and are based on specified items only. Two districts are given, one being the 
State of Illinois, outside of the Chicago metropolitan district, and the other the State of Pennsylvania. Quotations follow: 





PONDEROSA PINE 
Selects S2 or 4S— 





x8 
oo bere $75.98 
Sar 59.92 
~— s$2S— 
1x8 R Le ee wie aaietean 
Lie i) eee 


No. 4 4/4 RWRL 
SUGAR PINE 
Selects S2 or 4S— 





4/4 RW 
a a Sia 
D Sel RI $75.75 
s No. 1 
4 a0 
6/4 
De ap eticw ares 








llinois - ennsylvania——\\ ——-lllinois “ ¥ Pennsylvania——, 
— ———— IDAHO WHITE PINE 
Selects, S2 or 4S— 1x8 6/4 RW 1x8 6/4 RW 
5/4 RW 6/4RW 1x8 5/4 RW 6/4 Rw Choice (C) Heb....«. 79.75 Baas $81.50 $97.00 
$80.73 $80.33 $77.25 $83.50 $82.7: Quality (D) RL..... 61.29 ee 60.28 carers 
67.75 a 62.20 68.50 70.00 — _—- mene — - — 
Jo. No. ‘ No. 2 nia ng ar nia ng ar 
$3 * ; gies Nod $50.50 No. 1 No. 2 No. 3 No. 1 No. 2 No. 3 
54.60 47.28 59.00 50.50 Commons S2 or 4S— 
No. 2 No. 3 No. 2 No. 3 ix8 RL ....$59.25 $53.06 $46.82 $61.00 $54.74 $46.70 
$48.47 $41.75 $49.15 $43.3 iz12 Ri --:+ pet 57.94 47.38 86.50 60.37 48.49 
48.72 42.54 50.31 44.00 Utility S2 or 48 
a pelvis Kee 38.50 No, 4 4/4 
RWRL See 0S UCC (iti NC(<‘«‘é 
5/4RW 6/4RW 4/4RW 5/4RW 6/4RW LARCH-DOUGLAS FIR 
aero $85.75 $88.50 $89.10 $87.50 2 
pean pe erie LE ade Dimension, No. 1— 
No 2 No. 3 No. 1 No. 2 No. 3 oo SS Se $42.00 
deve oom $60.50 eae sd ee a. See 56.08 
61.00 roe a No. 3 Com. S2 or 4S 
71.50 sates less pe Sa ere 40.25 





al 


Pl 
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Pe 
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00 
00 
00 
00 


00 
00 
00 
00 
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Current Market Review 


Because of announcement of a price 
ceiling for southern pine, and measures 
being taken to fix similar ceilings for all 
softwoods, at lower levels than have re- 
cently prevailed, many buyers are inclined 
to hold back orders until the new quota- 
tions go into effect. The distributors have 
had such difficulty in getting supplies of 
many items, however, that those with or- 
ders filed with the mills and scheduled 
for early shipment, are reluctant to with- 
draw them. The schedule already an- 
nounced is considered by many in the 
rade to contain so many inconsistencies, 
in assigning the same values to items of 
different worth, that representations are 
already being made to OPACS to have it 
modified. While it does not apply to sales 
made by wholesale and retail yards, warn- 
ing has been issued that unless these bring 
their prices into line with it, ceilings will 
he set for them also. The hesitancy of 
huyers about future commitments evi- 
denced itself in a decline in total softwood 
hookings, during the two weeks ended 
\ug. 9, to 2 percent below those for the 
corresponding period of last year. This 
decline was doubtless caused partly by 
further depletion of mill stocks, for ship- 
inents were about 4 percent ahead of out- 
put in the period. There has continued a 
heavy demand for lumber for Defense 
plants and housing. Those engaged on 
projects other than these, face increasing 
difficulty in securing supplies of necessary 
building accessories, and even lumber 
inanufacturers working on Defense orders 
and wishing to buy machines or parts 
have to submit requisitions to the Capital 
pending issuance of a blanket priority for 
the industry. Private building suffers a 
further handicap because of shortage of 
labor. The water movement from the 
Northwest to the Atlantic coast contin- 
ues to be held within narrow limits by 
ship shortage, and measures being taken 
to regulate vessel supply and rates do not 
promise much relief for lumber. Mean- 
while the rails are becoming more con- 
eested, and movement of lumber is being 
subjected to many delays. The mills are 


evidently exerting every effort to meet 
both Defense and civilian needs, for pro- 
duction to date this year has exceeded that 
of the same period in 1940 by 14 percent. 

Hardwood bookings have been running 
ahead of shipments, which in turn exceed 
production, so that increasing order files 
are met by declining stocks. Demand from 
the furniture and ‘flooring plants is re- 
ported to be quite heavy, with Defense 
industries calling for increased quantities, 
especially of box. Quotations have con- 
tinued strong, and there have been fur- 
ther moderate advances. The main con- 
cern of buyers is to find acceptors of their 
orders and get deliveries. 





WESTERN RED CEDAR 


Seattle, Wash., Aug. 16.—Prices for red 
cedar siding in mixed cars, new bundling, 
8 to 18 foot, f.o.b. mills, remain as quoted in 
issue of Aug. 9, 1941.—Editor. 


OAK FLOORING 


Following are current quotations on oak 
flooring in carlots, f.o.b. Memphis and John- 
son City, Tenn., and Alexandria, La., as points 
of origin: 





1eX2%"” 48x1%” 3x2” 3%x1%” 


Clr. qtd. wht.....$95.00 $76. 00 $74.00 $70.00 
Clr. qtd. red...... 34.60 70.00 70.00 68.00 
Sel. qtd. wht..... 78.00 64.00 57.00 54.00 
Sel. qtd. red..... 78.00 65.00 58.00 55.00 
Cir. pin. Wht...... 36:00 66.00 62.00 52.00 
Cir. pin. red..... 80.00 67.00 61.00 53.00 
Sel. pln. wht..... 76.00 63.00 50.00 49.00 
Sel. pln. red... 76.00 64.00 50.00 50.00 
No. 1 com. w ht.. 71.00 56.00 48.00 46.00 
No. 1 com. red... 71.00 56.00 48.00 47.00 
NOG. 2 COM. .00 0.5 53.00 42.00 40.00 34.00 
%x2” %xl1 yw” ts X2” 
Clr. Gt. WE... 5k cic $80.00 $80.00 Sonia 
CTP: (UG. POG inc. 6 sc cca 78.00 78.00 
GN. GUE. WE. 6k ce eas 70.00 67.00 
Ol. GEG. POM... ccccceccs 70.00 67.00 — 
oi) ee: 73.00 70.00 $70.00 
Cir. DPR. FOB... cc ccnes 72.00 69.00 70.00 
a a: : 68.00 62.00 65.00 
a 68.00 63.00 65.00 
INO, © COM. WHE. ... 6s c 64.00 59.00 58.00 
Mma, 2 COM. TOG. ..555..5% 64.00 59.00 58.00 
DAS OMIM cn eres eaten boa oriecace 42.00 37.00 


New York delivered prices may be obtained 
by adding to the following differentials fig- 
ured on Johnson City origin: For }%-inch 
stock, $8; for %-inch, $4; for %- and 4- 
inch, $4.50. 

Chicago delivered prices may be obtained 
by adding to the above the following differ- 
entials figured on Memphis origin: For }3- 


inch stock, A ial for inch, $3; for and 
vs-inch, $3.5 all 





APPALACHIAN HARDWOODS 





Cleveland, Ohio, Aug. 18. 


; Following are 
dried, rough, f.o.b., Cleveland: 


Ash: 4/4 5/4 6/4 
SL ee $90.00 $95.00 $105.00 
Com. & Sel... 60.00 65.00 70.00 

P ry White vans 

si Sine Concer a 118.00 123.00 128.00 
Wo. 1 C.&S8... 62.00 70.00 75.00 

Plain Red Oak: 
ee 90.00 100.00 103.00 
No. 1 C.&S 60.00 65.00 70.00 

liard Maple: 

.. aes 110.00 115.00 120.00 
No. 1 C.&S 75.00 80.00 85.00 

Poplar: 
ae 92.00 102.00 102.00 
No. 1 C.&S... 60.00 65.00 65.00 
rr 72.00 74. 50 74.50 
No. 2-A Com. 52.00 57.00 57.00 

Basswood: 

i . Serer 82.00 87.00 87.00 
No. 1 C.&S... 57.00 60.00 65.00 
No. 2-A Com. 45.00 48.00 48.00 

Birch, Unselected: 

Pe. vsccnaes 125.00 130.00 130.00 
No. 1 C.&S... 75.00 $0.00 85.00 


current prices on Appalachian hardwoods, air 








8/4 10/4 12/4 16/4 
$115.00 $135.00 $145.00 $160.00 
80.00 100.00 110.00 130.00 
= 00 165.00 180.00 195.00 
85.00 105.00 115.00 125.00 
120.00 163.00 163.00 190.00 
80.00 93.00 103.00 123.00 
130.00 145.00 160.00 190.00 
95.00 105.00 115.00 155.00 
107.00 127.00 142.00 157.00 
75.00 82.00 97.00 115.00 
84.501 A . es - oy 
62.00 Chestnut: 4/4 5/4 6/4 8/4 
No.1 WHND 51.00) 57.00 59.00 66.00 
ay No. 1 C&Btr. 
io. 
50.00 Sd. Wmy. 49.00 56.00 56.00 59.00 
140.00 No. 2 C&sd 
95.00 Why. 41,00 43.00 43.00 48.00 





Nationally Révertived 
Aromatic Red Cedar 









CLOSET- 
LINING 
LUMBER 


Packaged 
and Sealed 


GUARANTEED 
90% Red Heart or better 








PRODUCT OF 


Geo, C. BROWN & Co, OF N, C. 


GREENSBORO, N.C. 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 





SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week ended 
Aug. 18: 


™ Qrtd. Red Gum Plain Red Oak 

AS— 

2 oe 100.00 él ...90,.00 @ 52.50 

> - sees See as at ae 62.00 @ 66.00 

S O9L50 ¢ 7 
os ees ~2 le Se 110.50 

Plain Red Gum No. 1 & Sel— , 
No. 1 & Sel.— Ty tien 36.00 @ 39.75 
ee 42.004 45.00 5/4 45.00 
OIF enna 82.25 | gy lio tt! 52.00 

uartered Sap Gum 
PAs. . Plain Poplar 
SFE shine os 67.25 @ 71.75 ~ 1 Com.— 

Plain Sap Gum _ eer 53.00 
FAS— a 2-A Com.— eee 
oh, Paper 51.75 of eee 36.50 
Ak Se 63. 50 No. 2B Com.— 

No. 1 & Sel.— SPE? cease 23.00 
Lee 41.75 R a 
No. 2 Com.— asswoo 
5 ee 26.00 | FAS— 
me SFO -c2 ass 70.00 
Re wcec oes 18.00 Cypress 
moana Tupelo S 
8 ie 64.25 @ 65.00 ia rates tel 70.00 
eeoeveee > a4 >. 
No. 1 & Sel.— _ Selects— _— 
8/4 ..---- 54.25 @ 55.00 : i? bie 57.00 @ 6: 5.00 
Plain Tupelo “it? ae 67.50 
FAS— cared Shop— 
2 ee 51.75 4/4 32.00 @ 40.50 
No. 1 & Se cr »@ 41.75 YS 50.00 @ 50.25 
If ee 8.00@ 41.75 | No. 2 Com.— 
No. 2 Com — 4/4 fe 32.00 
4/4 ......22.75@27.00 | Roxinge— 

Plinin White Oak _ CEES 16.00 
No. 1 & Sel.— Pecky— 

Sie swans 42.50 OFS nce 16.00 @ 20.00 








WEST COAST LOGS 


Seattle, Wash., Aug. 15.—Average prices of 
logs are as follows: 


Fir No. 1, $30.00; No. 2, $21; 
3 


Peelers, No. 1, $39-41: No. 2, $32-35. 
Cedar Shingle logs, $18-20; lumber logs, 
$33-35. 


Hemlock: No. 2&3, $15.50. 





es 
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OBITUARY RECORD 





JEREMIAH SYLVESTER FOLEY, 65, 
president of Brooks-Scanlon Corp., Foley, 
Fla., president of the Bahamas-Cuban Co. 
and the L. O. P. and G. railroad, and chair- 
man of the board of Foley Lumber Indus- 
tries, died August 10 at his home in Jack- 
sonville, Fla. His 
death followed a 
prolonged illness. 

Mr. Foley became 

affiliated with the 

Scanlon interests in 

Lyndon, Wis. (his 

birthplace) in the 

1890's. In 1898 he 

assumed manage- 

ment of the exten- 

sive Scanlon-Gipson 

retail yards, but 

moved south in 1905 

when he bought an 

interest in the 

Sulphur Springs 

Lumber Co., Sulphur 

Springs, Fla. This 

firm was sold soon 

afterward and Mr. 

Foley moved to 

Kentwood. La, 

where in 1908, he 

became manager of 

the Brooks-Scanlon 

plant. In 1919 he 

also became mana- 

ger of the Eastport, 

Fla. mill of Brooks- 

Scanlon. He was 

recognized as a man 

of outstanding ex- 

ecutive ability and the Brooks - Scanlon 
mills under his direction were noted as ex- 
ceptionally well managed production units. 
Mr. Foley was active in many lumbermen’s 
associations. He had been a director of 
the Southern Pine Association, of the 
Southern Cypress Manufacturers’ Associa- 
tion, of the Florida Lumber & Millwork 
Association and of the Georgia-Florida 
Sawmill Association. For some time he 
was state director of the Southern Pine 
group. The lumberman was an active mem- 
ber of a church, a fraternal organization 
and several social clubs. Survivars in- 
clude the widow; three sons, M. J. (Joe), 
assistant to the President of Brooks- 
Seanlon Corp., Foley, Fla.; Harold S., ex- 
ecutive vice-president of the Powell River 
Paper Co., Powell River, B. C.; and Lester 
W., president of the Foley Lumber Co., 
Jacksonville, Fla. Seven grandchildren and 
two sisters, Mrs. Mary Scanlon and Mrs. 
Kate Drohan also survive. 


CHARLES DOHERTY, 70, president of 
the Hunter, Doherty Lumber Co., Spring 
Valley, Ill., the Doherty, Duncan Lumber 
Co., Peru, Ill. and the Ladd Lumber & Coal 
Co., Ladd, Ill. died of a heart attack Au- 
gust 7 while talking with a customer in 
his lumber yard at Spring Valley. He had 
been engaged in the lumber business in 
this town for 32 years. Mr. Doherty was 
actively interested in civic affairs and was 
a charter member and first president of 
the local Rotary Club. He was an active 
member of the Bureau County Lumber- 
man’s Association, and was president of 
this group for many years. For one year 
he was president of the board of educa- 
tion of Spring Valley. Survivors include 
the widow, a past president of the Ladies’ 
Auxiliary of the Illinois Lumber & Ma- 
terial Dealers’ Association, and a son, John 
Doherty. The latter was engaged in the 
lumber business with his father until he 
was drafted into the army last spring. He 
was at home on leave at the time of his 
father’s death. 


W. ARTHUR SNYDER, 65, a founder, 
and for many years president of the Caro- 
lina Lumber Co., lumber manufacturers, 
wholesalers and retailers at Huntington, 
W. Va., died August 10 following a long 
illness. Mr. Snyder helped to organize 
the company in 1905, became president of 
the firm in 1918 and retired in 1923 be- 
cause of ill health. The widow is among 
the survivors. 


FRANK E. BROWN, 55, who for the last 
four years has been manager of operations 
at Oconto, Wis., for the Oconto Co., and 
who had been ill for about six months and 
thirty davs ago had gone to the Mayo 
Clinic at Rochester, Minn., died there Aug. 9. 
He went with the Vilas County Lumber 
Co., Winegar, Wis., in 1910; in 1912 he 


joined the sales staff of John Schroeder 
Lumber Co., Milwaukee, Wis., which pro- 
moted him to an executive position, and 
was a short time with the Marathon Lum- 
ber Paper Mills Co. at Ironwood, Mich., 
before going to Oconto. He had many 
friends in the northern hardwood indus- 
try. He leaves a widow and two children. 


JOE E. JOHNSON, head of Joe E. John- 
son & Son, wholesale lumber firm at Waco, 
Tex., died August 13. Mr. Johnson, who 
many times was referred to as the dean 
of Texas lumber salesmen, became affili- 
ated with Wm. Cameron & Co. at Waco 
in 1886, served in that company’s retail 
yard there and on the road until 1913, 
and then established his own commission 
business. He represented many well 
known lumber manufacturers during his 
career. Surviving are two sons, a daugh- 
ter and a grandson. 


J. SCOTT EILER, president and son of 
the founder of the Edward Eiler Lumber 
Co., wholesale firm at Pittsburgh, Pa., died 
July 17. He became president of the com- 
pany upon the death of his father in 
September, 1940. 


ADOLPH HELLER, SR., 84, vice presi- 
dent of Heller Brothers Co., retail lumber 
and planing mill concern at Youngstown, 
Ohio, died August 12 of uremic poisoning. 
Mr. Heller came to Youngstown as a 
young man and joined his brother in the 
construction business. His firm built 
many industrial and private buildings 
there. He was active in founding the first 
builders’ exchange and an organizer of a 
savings bank. Five children, nine grand- 
children and five great-grandchildren sur- 
vive. 


JOHN A. WONDERLY, 77, vice-presi- 
dent of the Seneca Lumber & Millwork 
Co., Fostoria, Ohio, died suddenly of a 
heart attack August 2. Mr. Wonderly was 
also vice-president of the Seneca Wire & 
Manufacturing Co. located in the same 
city. He had served as safety director of 
Fostoria and was a member of the city‘s 
board of health. He was financial secre- 
tary of his church for many years. Sur- 
viving are a daughter, a son, 13 grand- 
children and four great-grandchildren. 


HORACE J. ALDEN, 74, head of H. J. 
Alden & Son, wholesale lumber firm at 
sattle Creek, Mich. died August 4 after 
a week of serious illness. He had been in 
the lumber business since 1890. He was 
active in a fraternal organization. Surviv- 
ing are the widow, a son, L. S. Alden, also 
connected with the lumber firm, and a 
grandson. 


W. C. VASSNEYER, president of the 
Western Sales Agency, wholesale lumber 
firm at Chicago, Ill. suffered a fatal heart 
attack August 3 while driving his car near 
Iuka, Miss. Mr. Vassneyer is said to have 
asked a companion to take the wheel and 
expired just as he stopped the car to make 
the change. The body was returned to 
Chicago for burial. 


FREDERICK N. BOOTH, 46, a director 
of J. F. Booth, Ltd., died August 12 at 
Santa Barbara, Cal. He became a director 
upon the death of his father, the late J. 
Frederick Booth in 1930. The recently de- 
ceased Mr. Booth moved to California 12 
years ago and since that time had not 
been active in the business. Surviving are 
his widow, his mother and a twin brother. 


EDWARD P. SHERRY, 70, Wisconsin 
lumber and paper mill official, died at a 
Milwaukee, Wis. hospital August 6 fol- 
lowing a heart attack. Mr. Sherry was 
the son of Henry Sherry, one of the state’s 
pioneer lumbermen. He was a director 
and former president of the Flambeau Pa- 
per Co., Park Falls, Wis. He was long 
active in Milwaukee civic, social and busi- 
ness affairs. The widow and a son survive. 


JOHN D. THOMPSON, 62, for 28 years a 
member of the inspection staff ot the 
Southern Pine Inspection Bureau and its 
predecessors, died August 16 at his home 
in Beaumont, Tex. His health had not been 
good for a year and he was stricken with 
paralysis on August 10. He was widely 
known among the mills in East Texas and 
West Louisiana, 
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R. E. WYLIE, 67, for 36 years a whole- 
sale lumberman at Dallas, Tex. died in a 
Dallas hospital August 7 following a short 
illness. Mr. Wylie also operated several 
sawmills in East Texas and Arkansas. 
Surviving are the widow, his mother, a 
son, three daughters and four grand- 
children. 


DAVID C. SPOOR, 57, prominent Spokane, 
Wash. Hoo-Hoo Club member and past 
Vicegerent Snark of that district, died 
August 17. He had recently retired from 
his position as general agent of the Minne- 
apolis & St. Louis R. R. Many lumbermen 
attended the funeral service. Surviving is 
the widow. 


WILLIAM C. WICKHAM, 59, sales mana- 
ger of the Grace Harbor Lumber Co., De- 
troit, Mich. died August 6. Until 1920 Mr. 
Wickham was a member of the Royal 
Northwest Mounted Police in Canada. He 
was a member of the Michigan Old Guard 
Lumbermen’s Association. Survivors in- 
clude his widow and a son. 


JOHN CLARK, SR., 76, since 1910 treas- 
urer of Clark & Bennett Lumber Co., Inc., 
Haverstraw, N. Y., died August 14 at his 
home there. Mr. Clark served as town 
auditor for 15 years and was a member 
of the Haverstraw school board for 20 
years. Surviving are three daughters and 
two sons. 

WILLIAM I. GROOM, president of the Tar 
River Lumber Co., Rocky Mount, N. C., and 
president of the Swansboro Lumber Co. 
and the Duck Lake Lumber Co., died at 
his home in Rocky Mount August 12. Mr. 
Groom came to the North Carolina town 
from New York and started his lumber 
business nearly 50 years ago. 


WILLIAM J. DONNELL, 73, retired head 
of the W. J. Donnell Lumber Co., Perth 
Amboy, N. J., died July 20. He had been 
in business in that city for 35 years, and 
retired four years ago. Surviving are the 
widow, two daughters, a son and four 
grandchildren. 


JOHN A. FRIESEN, 59, co-proprietor of 
the Jansen Lumber Co., Jansen, Neb., died 
August 2 after a lingering illness. He had 
been in the lumber business in Jansen 
since 1902, having moved to the town when 
it was founded in 1886. Surviving are the 
widow, two sons and a daughter. 


IRA W. WASSON, 60, for more than 25 
years associated with Smith & Duckworth 
Lumber Co., Crawfordsville, Ind. died at 
his home August 4 after many weeks of 
illness. He is survived by his widow, his 
mother, a daughter and two grandchildren. 


WILLIAM J. RETALLICK, retired vice 
president of the lumber firm of Retallick 
& Sons, died August 14 at his home in 
Colonie, N. Y., near Albany. Mr. Retallick 
had lived in Colonie nearly all his life. 
He served as vice president of the lumber 
firm for many years prior to his retire- 
ment two years ago. The widow survives. 


_MATHAIS HENRY HOEVET, 57, long 
time employee of the Wilbur Lumber Co. 
and manager of that firm’s yard at Water- 
ford, Ind. died July 15. Two sons and two 
grandchildren are among the survivors. 


a WILLIAM J. LYONS, 75, for more than 
20 years a lumber dealer at Joliet, Tll. died 
August 2 at his home in Chicago, Ill. He 
retired in 1934. Surviving are the widow, 
a daughter and two sons, 





Industry Self-Control of 


Prices Satisfies Canada 


MonTreEAL, Que., Aug. 18.—Control of 
lumber prices in Canada, established two 
months ago as a war measure, is producing 
satisfactory results, according to A. S. 
Nicholson, Timber Controller of the De- 
partment of Munitions and Supply. “This, 
we feel, is indicative of what can be ac- 
complished by an industry when given the 
opportunity to keep its own house in order.” 
The Timber Controller pointed out that Can- 
ada is now consuming about 45 percent of 
an approximate annual lumber output of 4% 
billion feet. The arrangement is no way 
related to export prices. Shipment to the 
United States of large quantities of Cana- 
dian lumber is proving an important source 
of foreign exchange, 
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